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ABSTRACT 

This guide is designed to provide job-relevant tasks, 
performance objectives, performance guides, resources, teaching 
activities, and instructional resources for teaching consumer 
education I and II in South Carolina. It may be used with any 
teaching method selected by the instructor. Consumer Education I 
contains four units: demonstrate understanding of consumer's role in 
the economic system, make financial decisions, manage family income, 
and behave responsibly in the marketplace. Consumer Education II is 
divided into eight units: show comprehension of resource management 
in financing a home, manage the transportation dollar, apply 
management process in purchasing health insurance, identify types of 
income insurance plans available to wage earners, apply management 
process in planning savings and investments, demonstrate 
understanding of how a will contributes to family security, 
demonstrate understanding of factors involved in funeral planning, 
and evaluate job opportunities in the consumer affairs area. Each 
unit is composed of two to nine competencies. For each competency, 
these components are provided: performance objective (s) , performance 
guide(s), learning experiences, and instructional resources. 
Appendixes include the following: an 84-item bibliography; source 
list for educational media (printed); source list for films, 
filmstrips, and videos; source list for computer software, kits, and 
puzzles; 80 supplements; and 40 transparencies. (VLB) 
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INTRODUCTION 



This guide addresses the three domains of learning: psychomotor, cognitive, and 
affective. The following is a brie^ explanation of each. 

Psychomotor 

Manipulative skills, such as sharpening a pencil and making a bulletin board display, are 
representative of activities that are psychomotor in nature. Each performance objective has a 
performance standard which must be met to demonstrate student proficiency in the manipulative 
aspect of the competency. 

Cognitive 

Cognition is the mental process by which knowledge is acquired. To perform 
psychomotor tasks, students must think. Effective thinking is necessary for successful 
perfomiance of job tasks. Students gain cognition through real and vicarious experiences. They 
may read, view tapes, and memorize or practice a process or procedure until they are certain of 
it. To test knowledge, students may be required to decide the proper procedure, method, or 
sequence for performance. This is cognitive activity (decision making) at its highest level. This 
guide enables the instructor to provide decision-making opportunities for students, thus 
developing their cognitive skills. 

Affective 

The affective domain deals with attitudes, interests, and values development. Desirable 
behavior is the learning outcome of the affective domain. This guide presents activities created 
to promote an understanding of self and others in a working environment The mstiuctor is 
encouraged to use the activities to stress how attitudes, values, and goal attainment influence 
working relationships and productivity. 



USE OF THIS GUIDE 

This guide is designed to provide job relevant tasks, performance objectives, 
performance guides, resources, teaching activities, and instructional resources. The guide is also 
designed to be used with any teaching methods you as an instructor choose. For example, if the 
lecture/demonstration method is best for you, you will find sufficient help to meet your needs. If 
you prefer to use discussion or other methods that require student participation, you will find 
ample help. Regardless of which method is successful for you, this guide can save preparation 
time and offer innovative methods and procedures. For example, a student may work either 
alone or on a team while in class and leam skills in direct relation to what is actually done on the 
job. 

The use of small groups in teaching can be helpful when students feel inadequate due to 
their lack of background information or feelings of physical incompetence. A successful 
program can provide students with a sense of security by allowing them to interact on a group 
level. As students gain confidence and discover that they are an essential part of a team engaged 
in the teaching-learning process, their confidence increases. Individually, they also leam to work 
without direct supervision. In addition, use of the small-group method permits the instructor to 
vary instructional routines from lecture or other full-class methods to activities for single 
students, pairs of students, or any number desired. 

In this guide you will find suggestions for specific classroom activities. These activities 
are not meant to restrict you or your students, but only to offer a variety of learning activities for 
each task statement. 
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Webb-Lupo, Anita, and Janet Gill. Financial Fitness: Activity Workbook. Bloomington, IL: 
Meridian Education Corporation, 1989. 

. Housing Choices: Activity Workbook. Bloomington, IL: Meridian Education 

Corporation, 1989. 

World Future Society. Habitats Tomorrow: Homes and Communities in an Exciting New 
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APPENDIX B 
EDUCATIONAL MEDIA (PRINTED) 



American Council of Life Insurance, Health Insurance Association of America, 
1850 K Street NW, Washington, DC 20006. 

Pamphlet: CONSUMER NOTES: CHECKUST FOR CHANGE: 

FINANCIAL PLANNING FOR LIFE'S TRANSITIONS 

American Land Title Association, 1828 L Street NW, Suite 705, Washington, DC 20036. 
Booklet: BLUEPRINT FOR HOME BUYING 

American Telephone and Telegraph (Local Office). 

Booklet: THE MOVING BOOK 

Century 21 Real Estate Corporation (Local Office). 

Leaflet: 21 WAYS TO FINANCE PROPERTY 

The Coalition to Protect Social Security, 

1201 16th Street NW, Suite 222, Washington, DC 20036. 

Leaflet: SOCIAL SECURITY: CRUCIAL QUESTIONS AND 

STRAIGHT ANSWERS 

Consumer Information Center, Post Office Box 100, Pueblo, Colorado 81002. 

Booklet: WHAT CONSUMERS SHOULD KNOW ABOUT SERVICE 

CONTRACTS AND REPAIR SERVICES, #568W 

Council of Better Business Bureaus, Inc., 1515 Wilson Boulevard, Arlington, Virginia 22209. 
Booklet: TIPS ON BUYING A MOBILE/MANUFACTURED HOME 

Direct Selling Education Foundation, 1776 K Street NW, Suite 600, Washington, DC 20006. 
Newsletter: AT HOME WITH CONSUMERS/VOL. 10, NO. 1, APRIL 1989 

Doric Incorporated, 1109 27th Street NE, Massillon, Ohio 44646. 

Booklet: DECISIONS: A HANDBOOK OF HELPFUL FACTS AND 

SUGGESTIONS FOR A TIME OF SORROW 

Federal Reserve Bank of New York, New York, New York 10045. 
Booklets: A PRIMER ON INFLATION 

THE STORY OF INFLATION 
THE STORY OF CONSUMER CREDIT 

Federal Trade Commission, Sixth Street and Pennsylvania Avenue NW, 
Washington, DC 20580. 

Booklets: BUYING AND BORROWING: CASH IN ON THE FACTS 

FACTS FOR CONSUMERS, WINTER 1986 
HOW TO BUY A MANFACTURED/MOBILE HOME 
THE MORTGAGE MONEY GUIDE 
Brochures: CONSUMERR GUIDE TO THE FTC FUNERAL RULE 

USING PLASTIC: A YOUNG ADULT'S GUIDE TO 
CREDIT CARDS 

Leaflet: WARRANTIES: THERE OUGHT TO BE A LAW 
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Jordon Fetterman. Charles A. Bennett Company, Inc., Peoria, Illinois. 
Booklet: CONSUMER CREDIT 



Funeral Services Consumer Assistance Program, 2250 East Devon, Suite 250, 
Des Plaines, Illinois 60018. (Telephone 800-662-7666) 

Pamphlet: FUNERAL SERVICES CONSUMER ASSISTANCE PROGRAM 

Home Economists in Business, 5008 Kne Qeek Drive, Suite B, WesterviUe, Ohio 4301. 
Brochure: BUSINESS CAREER OPPORTUNITIES FOR HOME 

ECONOMISTS 

Insurance Information Institute, 1 10 William Street, New York, New York 10038. 
Booklet: INSURANCE FOR THE HOME 

Lobb. 

Learning Activity Package: HANDLING YOUR MONEY 

Manufactured Housing Institute of South Carolina, 1103 "B" Avenue, 
Post Office Box 5885, Columbia, South Carolina 29171-5885. 

Leaflet: LET'S GET TO THE TRUTH ABOUT MANUFACTURED 

HOUSING 

Money Management Institute, Household Financial Services, 
2799 Sanders Road, Prospect Heights, Illinois 60070. 

Booklets- YOUR AUTOMOBILE DOLLAR 

YOUR SAVINGS AND INVESTMENT DOLLAR 

YOUR RETIREMENT DOLLAR 

National Selected Morticians Resources, Inc., Evanston, Illinois. 

Brochure: A HELPFUL GUIDE TO FUNERAL PLANNING 

Private Label Manufacturers Association, 41 East 42 Street, New York, New York 10017. 
Booklet: SMART SHOPPER PRICE COMPARISON GUIDE 

South Carolina Association of Realtors, 1140 Briargate Circle, 
Post Office Box 21827, Columbia, Soutii Carolina 29221. 

Leaflet: WHAT YOU SHOULD KNOW ABOUT WORKING WITH A 

REAI.TOR 

South Carolina Bar, Post Office Box 11039, Columbia, South Carolina 29205. 
Leaflet: DO YOU NEED A WILL? 

South Carolina Commission on Women, 2221 Devine Street, Suite 408, 
Columbia, South Carolina 29205. 

Pamphlet: IN THE HNAL ANALYSIS: WOMEN, WILLS, AND ESTATES 

South Carolina Department of Consumer Affairs, 

Post Office Box 5757, Columbia, South Carolina 29250. 

Curriculum Packet: CREDIT: A TEACHING UNIT 

Booklets: ADVERTISEMENTS DEMAND SENSE 

RIP-OFF 
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South Carolina Department of Education, 1429 Senate Street, Columbia, South Carolina 29201 . 
Human Development Module: # 5 THE PARTS AND FUNCTIONS OF THE HUMAN 

REPRODUCTIVE SYSTEM 
Management and Family # 9 CHOOSING RESOURCES 

Economics Modules: «37 CHOOSING A LIFESTYLE 

#43 CHOOSING CREDIT 
#44 USING CREDIT 

#52 SELECTING A SERVICE CONTRACT 
#53 USING CONSUMER PROTECTION 
#54 COMPLETING INCOME TAX FORMS 
#55 PURCHASING A HOME 

#58 PLANNING FOR FAMILY TRANSPORTATION 
#59 SELECTING TRANSPORTATION 
#60 CARING FOR A VEHICLE 
#63 BUYING HEALTH INSURANCE 
#64 BUYING LIFE INSURANCE 
#65 BUYING MOTOR VEHICLE INSURANCE 
#66 PLANNING INVESTMENTS 
Transparencies: WORLD OF WORK - MONEY MANAGEMENT, FINANCING, 

AND CREDFT: WHY HAVE A SPENDING PLAN? 
WHAT IS CREDIT? 
MAKING A SPENDING PLAN 

South Carolina Department of Highways and Public Transportation (Local Office). 
Booklet: SOUTH CAROLINA DRIVER'S MANUAL 

University of Illinois, Education Media/Resources, 
Education Building, Champaign, Dlinois 61820. 

Booklet: INSURING YOUR HOME 

United States Department of Agriculture, 

14th Street and Independence Avenue SW, Washington, DC 20250. 

Booklet: SIMPLE HOME REPAIRS INSIDE 

United States Department of Health and Human Services, Washington, DC 29250. 
LeaHet: AN INTRODUCTION TO SOCIAL SECURITY 

United States Department of Housing and Urban Development, 
451 Seventh Street SW, Washington, DC 29250. 

Booklets: HOME BUYERS' VOCABULARY 

WISE RENTAL PRACTICES 

WISE HOME BUYING 

SETTLEMENT COSTS 

United States Internal Revenue Service (Local Office). 

Booklet: TAX INFORMATION ON MOVING EXPENSES 

United States Government Printing Office, Washington, DC 20402. 
Booklet: BUYING A USED CAR 
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Walch, J. Weston, Publisher, 321 Valley Street, Portland, Maine 04104-0658. 
Activity Masters: HANDLING YOUR MONEY 

BASIC MONEY MANAGEMENT 



Women's Bureau, United States Department of Labor, Region IV: Atianta, 1375 Peachtree 

Street, NE, Room 323, Atlanta, GA 30367. Phone (404) 347-4461 

Write for a list of numerous, varied publications avaUable including fact sheets and booklets with 
tiUes such as BLACK WOMEN BUSINESS OWNERS, WOMEN WORKERS: OUTLOOK TO 
2005, WOMEN WHO MAINTAIN FAMILIES, 20 FACTS ON WOMEN WORKERS, AND 
WOMEN IN MANAGEMEOT. Most titles are free of charge. 
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APPENDIX C 
FILMS, FILMSTRIPS, AND VIDEOS 



APPENDIX C 
FILMS, FILMSTRIPS, AND VIDEOS 



Cambridge Home Economics, One Player's Club Drive, 
Department HE-3, Charleston, West Virginia 253 11. 

Videos: HOME BUYING: THE BOTTOM LINE 

HOW TO BUY A NEW CAR AND KEEP IT RUNNING 

(ALMOST FOREVER) 
SMART INVESTING - CONSUMER REPORTS 

Glencoe Publishing Company, 15319 Chatsworth Street, Mission Hills, California 91345. 
Filmstrips: A PLACE TO SUIT YOUR NEEDS 

COMPARISON SHOPPING 
CONSUMER ACTIONS 
CONSUMER PROTECTION 
CONSUMER'S RIGHTS 
FINDING A PLACE TO LIVE 

GETTING THE MOST FROM YOUR HOUSING DOLLAR 

HOUSEKEEPING MADE EASY 

HOUSING ALTERNATIVES 

THE CONSUMER AND THE ECONOMY 

UNDERSTANDING ADVERTISING 

UNDERSTANDING INFLATION 

Home Economics School Service, 10200 Jefferson Boulevard, Room 8, 

Post Office Box 802, Culver City, California 90232-0802. 
Filmstrips: BUY IT YOURSELF 

CONCERNING CONSUMERS 

DOES SHOPPING MEAN BUYING? 

INSURE YOURSELF: A GUIDE TO YOUR SECURITY 

Insurance Information Institute, 110 William Street, New York, New York 10038. 

Filmstrip: AN INTRODUCTION TO PROPERTY AND LIABILITY 

INSURANCE 

Internal Revenue Service (Local Office). 

Videos: PUBLIC AFFAIRS OFnCER 

TAX FORMS 

The Learning Seed, Inc., 330 Telser Road, Lake Zurich, Illinois 60047. 

Filmstrips: A GUIDE TO CHECKING AND SAVINGS ACCOUNTS 

THE DAY TELEVISION DIED 
MASS MEDIA AND HUMAN BEHAVIOR 
QUACKS AND FRAUDS 
WEASEL WORDS AND CONS 

Meridian Education Corporation, 236 East Front Street, Bloomington, Illinois. 
Filmstrips: APPLIANCE SELECTION AND CARE 

CHOOSING FURNISHINGS AND ACCESSORIES 
Video: RENT OR BUY DECISIONS 



Money Management Institute, Household Financial Services, 

2799 Sanders Road, Prospect Heights, Illinois 60070. 

Filmstrips: CREDIT: HANDLE WITH CARE 

WHEELS, DEALS, AND YOU 
WINNING THE MONEY GAME 

Opportunities for Learning, Inc., 20417 Nordhoff Street, 
Department HM-87, Chatsworth, California 91311. 

Filmstrips- CONSUMER AWARENESS: SUPPLY, DEMAND, 

COMPETITION, AND PRICES 
HOMES FOR THE LIFE CYCLE 
SUPPLY, DEMAND, COMPETITION AND PRICES 
Video: CONSUMER LAW 

Social Studies School Service, Department 22, 
Post Office Box 802, Culver City, California 90230. 

Filmstrip: SOCliAL SECURITY: IS THE SYSTEM SECURE? 

South-Westem Publishing Company, 5101 Madison Road, Cincinnati, Ohio 45227. 
Video: CONSUMER FRAUD: GAMES CON MEN PLAY 

Sunburst Communications, 101 Castleton Street, Pleasantville, New York 10570. 
Video: HOW TO MAKE GOOD DECISIONS 

Teaching Aids, Inc., Post Office Box 1798, Costa Mesa, California 92628-0798. 
Filmstrips: FRAUDS AND SWINDLES 

FURNITURE: A BUYER'S GUIDE 
Videos: FRAUDS AND SWINDLES 

HEALTH AND INCOME INSURANCE 

LIFE INSURANCE 
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APPENDIX D 
COMPUTER SOFTWARE, KR S, AND PUZZLES 



Cambridge Home Economics, One Player's Club Drive, 
Department HE-3, Charleston, West Virginia 25311. 
Computer Software: BUYER BEWARE 

CREDIT: THE FIRST STEP 

Clo's Line, Volbors, Montana 55426. 

Comprter Software: DAYS OF THEIR UVES 

DAYS OF YOUR LIVES 

Homemaking Research Laboratories, Tony, Wisconsin. 

Puzzles: CROSSWORD PUZZLES FOR CONSUMER EDUCATION 

The Learning Seed, Inc., 330 Telser Road, Lake Zurich, Illinois 60047. 

Computer Software: HOW TO HANDLE A CHECKING ACCOUNT 

Meridian Education Corporation, 236 East Front Street, Bloomington, Illinois. 
Computer Software: ADVERTISING: HOW IT AFFECTS YOU 

BUYER BEWARE 

Microcomputer Educational Programs, Inc., 

12820 HUlcrest Road, Suite 224, Kalamazoo, Michigan. 

Computer Software: CASH VERSUS CREDIT BUYING 

Opportunities for Learning, Inc., 20417 Nordhoff Street, 
Department HM-87, Chatsworth, California 91311. 

Computer Software: CONSUMER AIDS 

CREDIT TUTORIAL/SIMULATION 

CREDIT: THE FIRST STEPS 

South-Westem Publishing Company, 5101 Madison Road, Cincinnati, Ohio 45227. 
Kit: FAMILY FINANCIAL MANAGEMENT 

SterUng Swift Publishing Company, 7901 South IH-35, Austin, Texas 78744. 

Computer Software: THE MONEY MANAGER: A PERSONAL FINANCE 

SIMULATION 
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Supplement 1 



CHARACTERISTICS OF ECONOMIC SYSTEMS 



DIRECTIONS: Use the chart below to identify the three types of economic systenns and their 
characteristics. 



ECONOMIC 
SYSTEM 



CHARACTERISTICS 



POLITICAL 



ECONOMIC 
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CALCULATING THE APR 



To find the annual percentage rate for any loan you must look at the number of monthly 
payments and the finance charge per $100 of the amount financed. For example, the finance 
charge per $100 for a 6-payment loan at 1 ! 1/2% is $3.40. In the table below, read across on the 
6-payment line to the value nearest $3.40. This is $3.38 in the 11 1/2% column. The annual 
percentage rate (APR) for this loan is 1 1 1/2%. 

If the finance charge per $100 falls halfway between two columns, use the higher percentage 
rate. For example, on the 6-payment line, $364 is halfway between $3.60 in the 12 1/4% column 
and $3.68 in the 12 1/2% column. In this case, you would choose 12 1/2 as the rate represented 
by $3.64. 



ANNUAL PERCENTAGE RATE TABLE FOR MONTHLY PAYMENT PLANS 



ANNUAL PERCENTAGE RATE 



Of 

Nymofits 


10i% 


11% 


1U% 


1U% 


11i% 


12% 


\2i% 


12i% 


12i% 


13% 


13i% 




FINANCE CHARGE PER $1 00 OF AMOUNT FINANCED 


6 
12 
18 
24 

30 


3.16 
5.92 
8.73 
11.58 
14.48 


3.23 
6.06 
8.93 
11.86 
14.83 


3.31 
6.20 

9.14 
12.14 
15.19 


3.38 
6.34 
9.35 
12.42 
15.54 


3.45 
6.48 
9.S6 
12.70 
15.89 


3.53 
6.62 
9.77 
12.98 
16.24 


3.60 
6.76 
9.98 
13.26 
16.60 


3.68 
6.90 
10.19 
13.54 
16.95 


3.75 
7.04 
10.40 

n.82 

17.31 


3.83 
7.18 
10.61 
14.10 
17.66 


3.90 
7.32 
10.82 
14.38 
18.02 




•f 


ANNUAL PERCENTAGE RATE 








25% 


25i% 


25i% 


25i% 


26% 


26i% 


26^% 


261% 


27% 






FINANCE CHARGE PER $100 OF AMOUNT Fl» 


lANCED 








6 
12 
18 
24 

30 


7.27 
13.76 
2J.50 
^7.49 
34.72 


7.34 
13.91 
20.72 
27.79 
35.10 


7.42 
14.05 
20.95 
28.09 
3549 


7 49 

14.20 
21.17 
28.39 
35.88 


7 57 
14 34 
21.39 
28.69 
3626 


764 
14 49 

21 61 
29.00 
36.65 


7.72 
14.64 
21.83 
29.30 
37.04 


; 79 

14.78 
22.05 
29 60 
37 43 


7 87 
14.93 
22 27 
29.90 
37.82 


7.95 
15.07 
22.50 
30.21 
38.21 


8.02 
15.22 
22 72 
30.51 
38.60 



Use the tables above to find the annual percentage rate. 
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Page 2 of 2 



CALCULATING THE APR 

DIRECTIONS: Find the annual percentage rate. 





Number of Payments 


F/ClOO 


(a) 


6 


$3.62 


(b) 


6 


3.65 


(c) 


12 


6.30 


(d) 


18 


10.50 


(e) 


24 


12.90 


(f) 


12 


14.27 


(g) 


18 


20.65 


(h) 


24 


29.15 


(i) 


18 


22.61 


0 


30 


36.00 
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Supplement 2 Key 

CALCULATING THE APR 

(a) 12 1/4% 

(b) 12 iy2% 

(c) 11 iy2% 

(d) 12 3/4% 

(e) 12% 

(f) 25 1/2% 

(g) 24 3/4% 

(h) 26% 

(i) 27% 

(j) 25 1/2% 
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CREDIT CROSSWORD PUZZLE 



Supplement 3 



DIRECTIONS: Use the across and down clues to complete the puzzle. The numbers of the 
clues correspond with the numbered spaces in the puzzle. 



ACROSS 

1. The simplest form of credit ii . 

3. You can borrow from a(n) unioD if you are a member. 

10. If you do not pay your bills, you are considered a(n) credit 

risk. 

1 1. Consumer fmance companies will make loans to peofde who are 
considered the greater credit . 

12. In a revolving diarge account, usually no extra charges are 

impo«ed if the account is paid within days after the billing 

date. 

13. When you sign a credit contract, be sure it conuins a listing of 
aUthe 

14. You will save money if you wait until you have the to pay 

for the item rather than buying it on time. 

15. Installment cootrscu usuaUy iesc^ the purchase of a(n) 

item, for example, a mobile home. 

1 7. Check the amount of the payment that you must make. 

18. Payments must be made in full and on 

19. Interest is computed eadi on a revolving charge account 

23. Shopforcredittogetthe deal. 

24. Exercise _ m the use and carrying of credit cards. 

25. If a lender fails to disclose finance diaiiges, he is not operating 
on a(n) basis. 

27. The account offers the convenience of a 30^y aocooot 

plus the option to use extended credit 
29. Goods that have been exchanged or delivered for money. 



DOWN 

2. Before signing a credit , be sure you uiMlerstand all tlie 

terms. 

4. When you borrow on your insurance policy, the face value of 
the policy will be by an amount equal to your loan. 

5. Among common sources of cash loans are comp'^nies. 

6. Your credit contract should all fmance charges. 

7. Figure the annual interest rate from all sources when 

comparing the cost of credit 

8. You pay a very rale of in' irest if you arc considered a poor 

credit risk. 

9. Credit card users are given protection under federal law for 
unauthorized use of lost and credit cards. 

16. Dont use your maximum credit capacity except in a(n) . 

18. Under an installment contract, to the item usually remains 

with the seller until it is completely paid for. 

20. Renegotiate credit accounts are sometimes referred to as roll 
accounts. 

21. Guard against the use of paymenu (the last payment is so 

large that the buyer may not be able to pay it). 

22. When you see bow much credit costs, you may decide to 

enough to pay cash for the item. 

23. interest rates are usually lower than those of consumer 

fmance companies. 

26. Some sutes have governing rates on charge accounu. 

28. If there is something about a contract that you dont understand. 
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INTEREST EARNED AND PAID 

DIRECTIONS: Calculate the amount of interest earned or paid as indicated in the situations 
below. 

CASE A: Frank has three newspaper routes and is saving his earnings to purchase a used 
car. He has deposited a total of $1,000.00 in the bank. The bank is paying 6% 
annually. How much interest will Frank earn over a two year period? 



CASE B: Jeanette wants to purchase a VCR that costs $300.00 and will pay for it on the 
installment plan. She will make no down payment and has consented to pay 18% 
interest. How much will the VCR cost if she makes 12 monthly payments of 
$25.00 plus interest. 
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INTEREST EARNED AND PAID 



DIRECTIONS: Calculate the amount of interest earned or paid as indicated in the situations 
below. 



CASE A: Frank has three newspaper routes and is saving his earnings to purchase a used 
car. He has deposited a total of $1,000.00 in the bank. The bank is paying 6% 
annually. How much interest will Frank earn over a two year period? 



$120.00 



CASE B: Jeanette wants to purchase a VCR that costs $300.00 and will pay for it on the 
installment plan. She will make no down payment and has consented to pay 18% 
interest. How much will the VCR cost if she makes 12 monthly payments of 
$25.00 plus interest. 




$29.50 
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CREDIT CROSSWORD PUZZLE 

DIRECTIONS: Use the across and down clues to complete the puzzle, 
clues correspond with the numbered spaces in the puzzle. 



The numbers of the 



ACROSS 

1. The simplest focm of credit U . 

3. Yoo a« borrow from »(n) union if you tret member. 

10. If you do not pay your bills, you are ooosidered a(a) credit 

risk. 

1 1. Consumer finance companies will make loans to people who are 
considered the greater credit . 

12. In a revolving cfaaige account, usually no extra charges are 

imposed if the account is paid within days after the billing 

date. 

13. When you sign a credit contract, be sure it coouins a listing of 
an the 

14. You will save money if you wait until you have the lopay 

for die item rather than buying it on time. 

15. Installment contracU usually involve the purchase of a(n) 

item, for example, a mobile home. 

17. Check the Mnount of the payment that you must make. 

18. Payments must be made in foU and on . 

19. Interest is computed each on a revolving charge account 

23. Shop for credit to get the deal. 

24. Exercise in the use and carrying erf credit cards. 

25. If a lender fails to disclose fmanoe charges, he is not operating 
ona(n) basis. 

27. The accowt offers the convenience of a SOniay account 

plus die option to use extended credit 
29. Goods that have been exchanged or delivered for money. 



DOWN 

2. Before signing a credit , be sure you undentand all the 

terms. 

4. When you borrow on your insunmoe policy, the face value of 
the policy will be by an amount equal to your loan. 

5. Among common sources of cash loans are companies. 

6. Your credit contract should all finance charges. 

7. Figure the annual interest iite from all sources when 

comparing the cost of credit 

g. You pay a veiy rttc of interest if you are considered a poor 

credit risk. 

9. Credit canluscn are given protection under federal law for 

unauthorized use of lost and credit cards. 

16. Doot use your maximum credit capacity except in a(n) 

18. Under an installment contmd, to the item usually remains 

with die seller until it is completely paid for. 

20. Renegotiate credit accounu are sometimes referred to as roll 
accounts. 

2 1 . GuanI against the use <rf paymenu (the last payment is so 

large that the buyer may not be able to pay it). 

22. When you sec how much credit costs, you may decide to 

enough to pay cash for the item. 

23. interest rates are usually lower than those of consumer 

finance companies. 

26. Some sutes have governing rates on charge accounts. 

28. If there is something about a contract that you don't understand. 
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Supplement 5 



(Your Address) 

(Your City, State, ZIP Code) 

(Date) 



• describe your 
purchase 

• name of product; 
serial numbers 

• include date 
aod lo cation 



• ask for 
specific action 

• enclose coptes 
of documents 



(Name of Contact Person) 
(Title) 

(Company Name) 
(Street Address) 
(City, State, ZIP Code) 

Dear (Contact Person): 

On (date), I purchased (or had repaired) a (name of the product with serial or 
model number or service performed). I made this purchase at (location, date, and 
other important details of the transaction). 

Unfortunately, your product (or service) has not performed well (or the service 
was inadequate) because (state the problem). 

Therefore, to resolve the problem, I would appreciate your (state the specific 
action you want). Enclosed are copies (copies-NOT originals) of my records (receipts, 
guarantees, warranties, canceled checks, contacts, model and serial numbers, and any 
other documents). 

I look forward to your reply and a resolution to my problem, and I will wait (set 
time limit) before seeking third-party assistance. Please contact me at the above 
address or by phone at (home and office numbers-with area codes). 

Sincerely, 



(Your name) 

(Your account number) 



» state the problem 
I give the history 



I allow time for 
action or response 



I include how you 
can be reached 



Keep copies of 
your letter and 
all related documents 



Source: U.S. Office of Consumer Affairs 
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Supplement 6 



SAVE THE ENVIRONMENT 

DIRECTIONS: Read the problems below and provide a solution for each. Use available 
resources (school and community) to make your solutions valid. 

1. Residents of a senior citizens' housing complex have accepted a challenge to make their 
immediate surroundings environmentally safe. What suggestions would you make to this 
group? 



2. The science club at an elementary school is involved in a regional environmental contest 
that focuses on producing quality plants without the use of insecticides and commercial 
fertilizers. How can you assist the club members with their projects? 



Twelve-year-old Debbie is concerned about the environmental problems in her 
hometown. Industrial plants have contributed to tiie pollution of the air, water, and soil. 
What can Debbie do TODAY tiiat wiU lead to an environmentally safe life for 
individuals and families in the future? 



4. How can schools, businesses, industry, and communities contribute to the task of Saving 
Our Environment? 



5. Survey your community and list areas of negative environmental concern. Develop a 
plan for improving and maintaining those areas. 



3M-f r>. 
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Supplement 7 

CONSUMER BEHAVIOR RATING 



DIRECTIONS: Indicate your attitude as a consumer by placing a check in the appropriate 
column. 





CONSUMER BEHAVIOR 


RATING 






Yes 


No 


1. 


Demonstrates ethical characteristics in the marketplace. 


n 


n 


2. 


Shops around to meet personal consumer needs. 


n 


n 


3. 


Does comparison shopping without wasting time. 


□ 


□ 


4. 


Reads consumer information publications. ^ 


n 


n 


5. 


Reads and understands contracts before signing. 


n 


n 


6. 


Checks guarantees and warranties before purchasing items. 


□ 


□ 


7. 


Redeems coupons for items purchased. 


□ 


□ 


8. 


Examines merchandise for quality and safet)^ 


□ 


□ 


9. 


Voices a complaint when dissatisfied with a product or service. 


□ 


□ 


10. 


Demonstrates a courteous attitude. 


□ 


□ 


11. 


Avoids being influenced by advertising campaigns. 


□ 


□ 


12. 


Demonstrates concern for environmental safety. 


□ 


□ 


13. 


Demonstrates an awareness of consumer rights. 


□ 




14. 


Follows a spending plan. 


□ 


□ 
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CONSUMER BEHAVIOR CASE STUDIES 

DIRECnONS: Role play and recommend solutions to the following consumer behavior cases. 

L Kalisha purchased a bag of flour from the supermarket When she opened the bag two 
weeks later, she was shocked to find that it was infested with tiny insects. 

2. Lillian and Warren celebrated their first date anniversary by going out to dinner at a 
highly recommended restaurant. After eating most of the main course. Warren 
discovered that he had left his wallet at home. Lillian was concerned because neither of 
them had money to pay for the meal. 

3. Gregory had been standing in line for 15 minutes to pay for purchases at a department 
store. After a disgruntled customer complained loudly about having to wait, the 
salesperson allowed him to move ahead of Gregory. 

4. Sue noticed an incorrect price sticker on a hair dryer at the local ZZZ discount store. 
"What a bargain," she thought as she paid for the dryer. (The sticker price was $6.00 less 
than the correct price.) 



erJc 



Supplement 9 



VOCABULARY CROSSWORD PUZZLE 



DIRECnONS: 
values. 



Complete the crossword puzzle using terms related to personal consumer 



ACROSS 

1. Things tbtt can be UBcd to prodoce goods and tervices. 
3. GenenJIy, aicna in whidi goods and seivKM axe bm 
and told. 

5. QualiUes or abOiUes yon believe woith having yoQiselfsacfa 

as honesty, good health, etc. 
7. Goods and services diat make life mofeideasniable. 
& Established measures conunonly tmderstood for comparing 

sinularpfodiicts. 
9. Those things oonsideied essential to homan existence. 



DOVW 

2. An individual or business that boys goods or services for use. 
4. A mental position or feeling reganling a fact or state. 
6. An end toward which yoadifectyooreffofts. 



o 
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VOCABULARY CROSSWORD PUZZLE 



DIRECTIONS: Complete the crossword pxizzle using terms related to pa:sonal 
values. 



consumer 



ACROSS 

1. Things that can be Qied to prodace goods and feivices. 
3. Geiieia&y, the aitoa in wfakii goods and leivices axe 
and told. 

5. Qoalities or abilities you believe worth having yourself sodi 

as hooesty » good health, etc. 
7. Goods and services that make life more {deasurable. 
& Established measores commonly ondentood for comparing 

similar products. 
9. Those things ooosidered essential to homan existence. 



DOWN 

2. AnindividualorbQsinessthatbays goods orserwccsforusc, 
4. A mental position or feeling regarding a fact or state. 
6. An cod toward which yoa direct your cffocta. 
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FACTORS THAT INFLUENCE MY NEEDS 



DIRECTIONS: Our needs are not always the same as our wants. In the chart below, list the five 
items you want to own in the first column. List the item that is most important to you first, and 
the item that is least important last. Think about what need or want each item will meet and how 
you will get the money to purchase it. Complete the remaining activities. 

MY WANT LIST WHAT NEED HOW WILL 

WILL IT MEET? I GET IT? 

1. 

2. 

3. 

4. 

5. 



What factors influenced my decisions? 
a. 



c. 
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MY VALUES AND LIFE-STYLE 

DIRECTIONS: Write a paragraph on what values mean to you by answering these questions: 
What are values? Where do they come from? How and when do they change? How do values 
influence my life-style? 
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TIPS FOR SHOPPING BY MAIL, BY 
TELEPHONE, AND BY TELEVISION 

Today there are many ways to buy products or services. Many 
consumers buy items through mail order or by telephone or even from 
television shopping progruns. 

Keep these tips in mind: 

1. Be suspicious of exaggerated product claims or veiy low 
prices, and read product descriptions veiy carefully—sometimes 
pictures of products ^^e misleading. 

2. If you have any doubts about the company, chedc with the 
U^. Poatal Service, your state or local consumer protection agency, 
or the Better Business Bureau before ordering. 

3. Ask about the fimi's return policy. If it is not stated, ask 
before you order. For example, does the company pay cbaiges for 
shipping and return? Is a wanaaty or guarantee available? Does the 
company sometimes substitute comparable goods for the product you 
want to ordet? 

4. Keep a complete record of your order induding the company's 
name, address, and telephone number; the price of the items ordered; 
any handling charges or other charges; the date you iied (or 
telephoned) in the order; and your method of payment. Keep copies 
of canceled checks and/or statements. 



Source: U.S. Office of Consumer Affairs 



5. If you order by mail, your order should be shipped within 30 
days after the company receives your complete order unless another 
period is agreed upon when placing the order or is stated in an 
advertisement. If your order is delayed, a notice of deliy should be 
sent to you within the promised shipped period along with an option 
to cancel the order. 

6. If you buy a product through a television shopping progrun, 
check the coct of the same item sold by other sources, including local 
stores, catalogs, etc 

7. If you want to buy a product based on a telephone call from 
the company, ask for the name, address, and phone number where 
you can reach the caller after considering the offer. 

8. Never give your credit card or social security number over the 
telejphone as proof of your identity. 

9. Postal regulations allow you to write a check payable to the 
tender, rather than the ddivety company, for cash on delivery 
(CCD.) orders. If, after examining the merchandise, you feel there 
has been misrcpresenution or fruid, you can stop payment on the 
check and fUe a complaint with the U.S. Postal Inspector's Office. 

10. You can have a charge remo> ed from your bill if you did not 
receive the goods or services or if your order was obtained through 
misrepresentation or fraud. You must notify the credit card company 
in writing, at the billing inquiries/disputes address, within 60 days 
after the charge first appeared on your bill 



o 
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CUSTOMER SERVICE SURVEY 

DIRECTIONS: Interview a store manager or salesperson regarding services provided to 
customers. Record the services below. 

Store Name: ■ 

Person Interviewed: 

Service #1 

Service #2 

Service #3 

Service #4 

Service #5 

Service #6 

Service #7 

Service #8 - — 

Service #9 

Service #10 
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COMMUNITY STORES AND SERVICES 
DIRECTIONS: List the types of stores in your community and the services provided by each. 



STORE TYPE 


SERVICES PROVIDED 


1. 




2. 




3. 




4. 




5. 




6. 




7. 




8. 
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TAKING A LOOK AT LABELS 

DIRECTIONS: Evaluate a label from a food product of your choice according to the checklist 
below. Identify the item and place a check in the appropriate column. 





rrEM 


YES 


NO 


Company, brand, or name 








Common name of the product 








Type of product 








Contents (in net weight) 








Added ingredients 








Serving instructions 








Company address 
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HOW TO BE A SMART CONSUMER 



How to Get the Most for Your 
Money and Avoid Consumer Problems 

Before you buy: 

• Think about what you need and what product or lervice features 
are impoftant to you. 

• Compare bnnds. Ai k for word-of-inoath reconunendatiocu, and 
look for fonnal produa comparison reports. Check your local 
library for magazines and other publications that contain product 
comparisons. 

• Compare stores. Look for a store with a good reputation and plan 
ahead to take advantage of sales. 

• Check with your local Better Business Bureau (BBB) to fwd out 
if the company is reputable. 

• Check for any extra cfaaiges such as delivery fees, installation 
charges, and service costs. 

• Read wamnties to understand what you must do and what the 
manufacturer must do if you have a problem. 

• Read contract verms carefully. Make sure all blank spaces are 
flUed in before you sign a contract 



After you buy: 

• Read and follow the instructions on how to use the produa or 
service, 

• Use the product only for the purpose outlirted by the 
manufacturer in the instructions. 

• Read and understand the warranty. Keep in mind that you may 
have additional warranty rights in your state. Check with your 
state or local consumer office for more information. 

• Keep all sales receipts, warranties, and instructions. 

• If trouble develops, report the problem 'iO the ooi<'.piny as soon as 
possible. Trying to fix the product yourself may cancel the 
warranty. 

• Keep a file of your efforts to resolve the problem. It should 
include the names of the individuals you speak with, the dates, 
times, and outcomes of the conversations. Also, keep copies of 
the letters you send to the company artd any replies they send to 
you. 



Ask the salesperson to explain the store's return or exchange 
policy. 

Do not assume an item is a bargain just because it is advertised as 
one. 





Source: U.S. Office of Consumer Affairs 
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ADJUSTING BUYING DECISIONS 



DIRECTIONS: After reading the case studies, suggest ways to meet the financial obligations 
described 



CASE A: Penelope, a senior in high school, has dreamed of having a beautiful wedding. 

She lives with her parents and two younger brothers. Since the family income is 
only $12,500 yearly, Penelope works after school to earn money to pay for the 
wedding. 

So far, anticipated wedding expenses have reached a total of $2,560.00 and 
Penelope has been able to save only $750.00. The wedding is six months away 
and Penelope is extremely concerned. 



CASE B: Craig is eighteen years old and has supported himself since age sbcteen. His used 
car has been a litde sluggish lately and he is saving money to pay for repairs. 

Recently Craig received a letter from his father asking for a loan because he needs 
an emergency operation. Craig is torn between making a decision to send the 
money to his father or use it to have his car repaired. 

CASE C: Michelle, a reserve in the U.S. Marines, and Michael have been married for five 
years. Their combined salaries enabled them to purchase a lovely home, two 
prestigious automobiles, designer clothes, and other amenities associated with 
their Ufe-style. 

Michelle must leave soon to join her Marine unit for active duty and Michael is 
very upset Ke will no longer have Michelle's large salary to help meet their 
financial obligations. 
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SMART SHOPPER PRICE COMPARISON 



DIRECTIONS: Make a check in the box at the right if you think this is a description of 
comparison shopping or impulse buying. 



DESCRIPnON 


COMPARISON 
SHOPPING 


IMPULSE 
BUYING 


1. While in a store, Sally sees a pretty 
HreQQ 55 he *'ha^ to have it" and buvs iL 






2. John and Bill were at the supermarket to 
pick up some food for a picnic. They 
looked at five brands of potato chips 
and bought the one with the lowest price. 






3. Trey had saved his money to buy a new 
baseball glove. He looked at five 
different kinds and bought the "Willie 
Mays" model, even though it was not the 
cheapest. 






4. Sue was thinking about buying a used 
car. A neighbor put a "For Sale" sign 
on his 1973 Pinto. Sue looked it over 
and bought it. 






5. Ann knew which hair dryer she wanted to 
buy. She found that a mail-order catalog 
listed it cheaper than any of the four 
stores she had checked out. She ordered 
it by mail. 






6. Sam really liked the cover on a new rock 
album. He bought the album the minute 
he saw it. 
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DOES THE WARRANTY MEASURE UP? 

DIRECTIONS: Use the checklist below to evaluate sample warranties from a variety of 
consumer products. 







Yes 


No 


1. 


Was the company that issued the warranty identified? 


□ 


□ 


2. 


Are all parts of the product covered? 


□ 


□ 


3. 


Would parts not covered be expensive to repair? 


□ 


□ 


4. 


Would you have to pay any of the repair costs? 


□ 


□ 


5. 


Is the life of the warranty specified? 


□ 


□ 


6. 


Are authorized service agencies identified? 


□ 


□ 


7. 


Does the warranty apply to the original owner only? 


□ 


□ 


8. 


Are requirements for keeping the warranty in effect listed? 


□ 


□ 


9. 


Is the language clear? 


□ 


□ 


10. 


Are exclusions listed in bold print? 


□ 


□ 


11. 


Is the company's reputation for warranty service good? 


□ 


□ 
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Mail to: 

SC DepL of Consumer Affairs 

P.O. Box 5757 Telephone 758-2040 
Columbia, SC 29250-5757 ToU Free 1-800-922-1594 Within SC 




Give complete name and address of 
BUSINESS COMPLAINED AGAINST. 


(CampMiy) 




(YoMrNaoe) 


(Who <Uy<M deal with?) 






(AddpCM) 






(Res. Phooe) No Pbcoe. Check (Office Pbooe) 




(Pbooc) 



THE SOUTH CAROLINA FREEDOM OF INFORMATION ACT MAY REQUIRE THE DEPARTMENT OF CONSUMER AFFAIRS TO RELEASE A COPY 
OF YOUR COMPLAINT AS A PUBUC RECORD. 



PLEASE ATTACH TWO COPIES OF CONTRACTS, RECEIPTS, WARRANTSS. CHECKS. BILL OF SALE. ETC. 
PUBASE PRINT FIRMLY. 




STOP: You must Attach two copies of any AdditioiMi informstion. 



Date complained to Company Response 

What do you want the business to do? 

Are you represented by an attorney? Name, address, and phone number. 



Have you complained to any other Agency? Who? When? 




(Dele) (Yov Si^uturc) 



O 
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INFLUENCING MONEY MANAGEMENT PLANS 

DIRECTIONS: Role play solutions to the following situations tiiat influence tiie manner in 
which individuals manage their income. 

1 John and Carmen have been married for two montiis. Carmen manages a local nursery 
school and enjoys her work. Her take home pay is $20.00 more tiian Johns and she 
deposits tiie entire amount in tiieir savings account. Recenfly, John h^ begun to 
encourage Carmen to resign ftom her job and become a full-time housewife. Carmen 
refuses to resign and tius has affected tiie warm relationship tiiey have enjoyed. 

2. Three sisters and brotiiers are discussing tiie care of tiieir 80-year-old motiier. She cannot 
care for herself anymore but insists on remaining in her home. 



3. 



Diane and Warren are expecting tiieir first child in eight montiis. Their savings are 
limited and plans must be made to pay tiie costs of a first child. 

Ivan is an eighteen-year-old high school graduate who is still Uving at home. He is 
earning minimum wages and has managed to save $700.00 as a down payment on a used 
car. His parents do not feel that he can afford a car. 
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EXERCISING MONEY MANAGEMENT SKILLS 



DIRECTIONS: Provide a written justification for each money management strategy listed 
below. 

• Identify Major Needs, Wants and Goals 

• Prioritize Needs, Wants and Goals 

• Determine Sources of Regular and Irregular Income 

• Develop a Money Management Plan 

• Willingly Follow the Plan 

• Evaluate the Plan Periodically 

• Make Revisions When Necessary 
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VOCABULARY WORD SCRAMBLE 

DIRECTIONS : Unscramble the letters to form words that relate to earning and using money. 
Scrambled Words Unscrambled Words 

1. SNTRTEIE 

2. FEDXI SXSEPNEE 

3. LSAARYTDSDECOIUN 

4. ENTLYASRA 

5. SSNIAGV 

6. SOGRSRLASAY 

7. LEVRAIBAPENSEXES 
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VOCABULARY WORD SCRAMBLE 

DIRECTIONS: Unscramble the letters to form words that relate to earning and using money. 
Scrambled Words Unscrambled Words 

1. SNTR-reiE INTEREST 

2. FEDXISXSEPNEE FIXED EXPENSES 

3. LSAARYTDSDECOIUN SALARY niSCaUNTED 

4. ENTLYASRA NET SALARY 

5. SSNIAGV SAYIIillS 

6. SOGRSRLASAY GKQSS SALARY 

7. LEVRAffiAPEMSEXES VARIABLE EXPENSES 
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GUTOELINES FOR USING CREDIT 
Don't Yield to Pressure From Salespersons 
Never Overborrow 
Shop Around for Credit 
Use Credit Only When Necessary 
Compare the Cash Price With the Cost of Credit 
Make Higher Down Payments 
Read Credit Contracts Carefully 
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FIGURING THE COST OF CREDIT 

DIRECTIONS: Follow the steps below to determine the cost Ivan and Tern will pay for 
purchasing a sofa that seUs for $1,230.00. They can afford to make a $60.00 down payment and 
will pay 15 monthly payments of $91.66 each. 

STEP 1 Multiply the amount of each payment by the number of payments. 

STEP 2 Add any other charges and the down payment to your answer. This is the total 
amount to be paid. 

STEP 3 Subtract the cash price from the total in Step 2 ("on time" price). This is the 
amount to be paid for credit or "on time" purchases. 
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CREDIT APPLICATION 



Print all answers. 

APPUCANT 

Name 

(Please Print) 



Mr □ 
Mrs. □ 
Miss □ 
Ms. □ 



(First Name) 



(Middie initial) 



(Last Name) 



Address 



City 



State 



Phone No. 

How Long 

at Present Address 

Name of 

Landlord 



Age 



Married 
Single 

Own □ 

Street 

Address 



□ 



Zip 

Code 

Widowed 
Divorced 

Rent □ 



IT 
□ 



Spouse's First 
Name 



Number of 
Dependents 



Monthly Rent or 
Mortgage Payments $ , 
City and 
State 



Former Address (if less than 2 

years at present address) 

Name and address of 
Your Bank 



Explain Other Income, If Any , 
EMPLOYMENT 



Savings 
Checking 



□ 



How 
long? 



Loan Acc't No. 



Employer 

How 

long? Occupation 

Former Employer 

(if less than lyr with present employer) 
Name of 

spouse's employer 



Street 
Address 



City and 
State 



Soc. Sec. 
No. 



Net 

Income $ 



Address of 
spouse's employer^ 



How 
long? 



Mo. □ 
WklyD 



Spouse's 
Net Income $ 



Mo.n 
WklyD 



CREDIT REFERENCES 

Name and address of creditors 

1 

2 

3 

4 ^ 

5 



PERSONAL REFERENCES 

Name and address of creditors 
1 

2 

3 
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TAXES AND YOU 

DIRECTIONS: List ten examples of goods and services you have purchased during the past 
month. Calculate the total amount of sales tax you paid. 



ITEM / SERVICE 


COST 


SALES TAX 








— 




































































TOTAL TAX 









In what way(s) have you benefited from these taxes? 
ER?C 242 
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CONSUMER RIGHTS AND RESPONSIBILrTIES CROSSWORD PUZZLE 

DIRECTIONS: Use the across and down clues to complete the puzzle. The numbers of the 
clues correspond with the numbered spaces in the puzzle. 



ACROSS 

1 Hie coosnmet'f ret ponsibility to uie produm ts they were 

meant to be used, 
& Hie rifht whkfa protects coosumen from false and misleading 

tnfomiatioo in ads, oo labels, etc. 
9. It is the consumer's to be protected in the maikctplace. 

10. Hie responsibility to use our buying power intdligently and 
efHciently. 

11. It is the of the consumer to see that his/her righu are not 

vi<dated. 



DOWN 

1 . Protection from goods and services that may be dangerous to 
life and/or health. 

2. The responsibility to compare and evaluate products before 
making a purchase. 

3. The consumer is assured a variety of goods and services ai 
competitive prices. 

4. The responsibility to express satisfactions and complaints 
through proper channels. 

5. It is the consumert' right to have their interests through 

legislation and judicial proceedings. 

6. The responsibility to follow up on problems until they are 
corrected. 

7. The right to seek correction of wrongs against consumers. 
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CONSUMER RIGHTS AND RESPONSIBILmES CROSSWORD PUZZLE 



DIRECTIONS: Use the across and down clues 
clues correspond with the numbered spaces in the 

ACROSS 

Z lhecoiiianiei^»resp<nfibnitytt>iuepfodocU«stfaey w^^ 
meant to be used. 

The right which protects coof umen from false and misleading 
iofofmation in ads, on labels, etc 
9. It is the coosimier's to be protected in the maike^lace. 

10. Hie re^xnsibnity to use our buying power intelligently and 
efHciently. 

11. It is the of the coosuir cr to see that hisyher rights are not 

vi<dated. 
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to complete the puzzle. The numbers of the 
puzzle. 

DOWN 

1 . Protection from goods and services that may be dangerous to 
life and/or heaUh. 

2. The responsibility to compare and evaluate products before 
making a purchase. 

3. The consomer is assured a variety of goods and services at 
competitive prices. 

4. The responsibility to express satisfactions and complaints 
through proper channels. 

5. It is the consumen* right to have their interests through 

legislation and judicial proceedings. 

6. The responsibility to follow up on problems until they are 
corrected. 

7. The right to seek correction of wrongs against consumers. 
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CONSUMER PROTECTION LAWS 



DIRECTIONS: Select consumer protection laws of interest to you and research important 
provisions of each. 



Pure Food and Drug Act 

Federal Trade Commission Act 

Meat Inspection Act 

Food, Drug, and Cosmetic Act 

Food Additives Amendment 

Kefauver-Harris Amendment 

Fair Packaging and Labeling Act 

National Traffic and Motor Vehicle Safety Act 

Cigarette Labeling Act 

Wholesale Meat Act 

Consumer Credit Protection Act 

Fair Credit Billing Act 

Equal Credit Opportunity Act 

Anti-Trust Improvement Act 

Economic Recovery Tax Act 

Gramm-Rudman-Hollings Act 

Automobile Information Disclosure Act 

Child Protection and Toy Safety Act 

Federal Hazardous Substances Labeling Act 

Textile Fiber Products Identification Act 

Warranty-Federal Trade Commission Improvements Act 
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CONSUMER LAWS 



Match the law with its purpose or provision(s). 



LAWS 



1. AutocnobQe Information Act 

2. Child Pr«ecuoo tnd Toy Stdety Act 

3. Consumer Credit Protection Act 
A, Equti Credit Opportunity Act 

5. FjJr Credit Reporting Act 

6. Fair Packaging and Labeling Act 

7. Federal Hazardous Substance 
Labeling Act 

8. Federal Trade Conunisston Act 

9. Food Additives Amendment 

10. Food, Drug, and Cosmetic Act 

1 1 . Meat Inspection Act 

12. National Traffic and Motor Vehicle 
Safety Act 

13. Pure Food and Dnig Act 

14. Textile Fiber ProducU 
Identification Act 

15. Warranty-Federal Trade Conunissioo 
Improvements Act 



PURPOSE OR PROVISION(S) 

A. Guards against unhealthy and adulterated food and 
drugs. 

B. Requires inspection of red meat products sold in 
interstate and foreign commerce. 

C. Established the FTC. 

D. An addition to Food Act, it required food additives to 
be safe for human consumption. 

E. Protects people who apply for credit from 
discrimination based on sex« race, marital status, age, 
color, religion, national origin, or receipt <rf public 
assistance. 

F. Makes it poisible for consumers to check tlie 
information kept on them by credit bureaus. 

G. SeU minimum staikiards for written wananties, rules 
for making them available before a product is sold, 
and provisions for class -act ion suits if they are not 
fuirOled. 

H. Requi res warning labels on all products that might be 
hazardous; labels must lisl precautions for use and 
first-aid procedures in case of accidents. 

I. Requires labels that list fiber content by weight 
(percent <rf total weight), manufacturer s name and 
address, family name <^ fiber, and similar items. 

J. Sets national safety standards for automobiles and new 
and used tires. 

K. "Truth-in-Lending" requires lenders to make fuU 
disclosure of annual interest rates and other costs of 
credit 

L. Requires that certain facu be printed cleaiiy on 

packaging, e.g., net content, sizes of servings, list of 
ingredients in order of decreasing weight, etc. 

M. Assures consumers <rf the safety, purity, and 

wholesomeness of food products. It also covers the 
safety ar>d effectiveness <rf drugs and cosmetics. 

N. Requires that manufacturers l?b^l esch car, listing its 
suggested retail price, the price of any extras, and the 
total price. 

O. Protects children from dangerous goods, including 
toys. 
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CONSUMER LAWS 



Match the law with its purpose or provision(s). 



LAWS 
H. 



1. Automobile Information Act 

2. Child Protection and Toy Safety Act 

3. Consumer Credit Protectioa Act 

4. Equal Credit Oppoitunity Act 

5. Fair Credit Reporting Act 

6. Fair Packaging and Labeling Act 

7. Federal Hazaixlous Substance 
Labeling Act 

8. Federal Trade Commission Act 

9. Food Additives Amendment 

10. Food, Drug, and Cosmetic Act 

1 1 . Meat Inspection Act 

12. National Traffic and Motor Vehicle 
Safety Act 

13. Pure Food and Drag Act 

14. Textile Fiber PioducU 
Identification Act 

15. Warranty-Federal Tndc Commission 
Improvements Act 



PURPOSE OR PROVISION(S) 

A. Guards against unhealthy and adulterated food and 
drags. 

B. Requires inspection of red meat products sold in 
interstate and foreign commerce. 

C. Established the FTC. 

D. An addition to Food Act, it required food additives to 
be safe for human consumption. 

E. Protects people who apply for credit from 
discrimination based on sex« race, marital sutus, age, 
color, religion, national origin, or receipt of public 
assistance. 

F. Makes it possible for consumers to check the 
information kept on them by credit bureaus. 

G. Sets minimum standards for written warranties, rules 
for making them available before a product is sold, 
and provisions for class>action suits if they are not 
fulfilled 

H. Requires warning labels on all products that might be 
hazardous; labels must list precautions for use and 
first-aid procedures in case of accidents. 

I. Requires labels that list fiber content by weight 
(percent of total weight), manufacturer's name and 
address, family name fiber, and similar items. 

J. Sets national safety standards for automobiles and new 
and used tires. 

K. "Trath-in-Lending" requires lenders to make full 
disclosure of annual interest rates and other costs of 
credit 

L. Requires that certain facts be printed clearly on 

packaging, e.g., net content, sizes of servings, list of 
ingredients in order of decreasing weight, etc. 

M. Assures consumers of the safety, purity, and 

wholesomeness of food products. It also covers the 
safety and effectiveness of drugs and cosmetics. 

N. Requires that manufacturers label each car, listing its 
suggested reuil price, the price of any extras, and the 
toul price. 

O. Prolecu children from dangerous goods, including 
toys. 
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VALUES AUCTION 



DIRECTIONS: Divide students into groups of five. One student in each group is designated 
auctioneer. Each student is given an imaginary $1,000 to spend on items that are important to 
hinVher. 



SUGGESTED VALUES 



Love 

Health 

Comfort 

Social activity 

Security 

Independence 

Orderliness 

Wealth 



Family 
Friends 
Rest 
Recreation 
Work 
Qeanliness 
Personal achievement 
Religion 



After the auction has ended, each group should report on items that went for the highest bid and 
how they might affect housing choices* 
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INTERVIEW SHEET FOR HOME BUYERS 



DIRECTIONS: Use the questions provided to interview a person who has purchased a home. 



QUESTIONS 



RESPONSES 



Why did you decide to buy an older 
existing home? 



2. What is the age of your home? 



3. What repairs have you had to make 
(if any)? 



4, Have you done any remodeling? 
Explain why you made the changes. 



5. In looking for a home, what factors 
were especially important to you? 



6. Why did you choose your location? 



7. Do you have a fenced yard? 



8. If you move again, what will you do 
differently? 
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LIFE CYCLE HOUSING NEEDS 

DIRECTIONS: The following situations describe different families in various stages. Read 
each one and discuss the housing needs briefly. 

1 Chris, Linda, and their three children live in the suburbs. Linda resigned from her job as 
a nurse when their third child, Jamie, was bom four years ago. Chris manages and owns 
his own business which employs several people. Chris's family is involved m many 
activities including little league, ballet and music lessons, PTA, and Sunday school. 



2. Joan and Marc are both employed and live in a small house they recently purchased. 
Marc is a teacher and Joan works in a retail department store. She is in line for a 
promotion to department manager. Joan is expecting their first baby in July. 



3. John and Betty enjoy spending time with their children. They go to visit them m their 
motor home on holidays. John has retired from his construction company. Betty works 
part-time, teaching at the local junior college. 



4. Joyce and Tom have been married for one month. They live in an apartment and their 
total furniture collection consists on one dining table, three chairs, a bed, and three 
foodockers. Joyce works as a clerk typist for a govemment agency. Tom has a route 
sales job with a distributing company. 



5. Alice is a widow with two chUdren, ages 17 and 19. Her 19-year-old son John goes to a 
nearby technical college and lives in the dormitory. He is working on an associates 
degree. Her daughter Jane is in the 12th grade in high school. Next year after she 
graduates she plans to find a job and move into an apartment. Alice manages her own 
real estate company. 



6. Cindy is a corporate executive for an advertising firm. Her twin daughters are in the 
local high school band. They also are involved in the local litde theater. They both plan 
to go to college when they graduate in a couple of years. 
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LIFE CYCLE HOUSING NEEDS 



DIRECTIONS: Use avaUable resources to define the following housing terms. 

1. Apartment 

2. Condominium 

3. Conventional Home 

4. Cooperative 

5. Dormitory 

6. Double-Wide 

7. Efficiency 

8. Investment 

9. Lease 

10. Manufactured Home 

11. Mobile Home 

12. Mortgage 

13. Public Housing 

14. Rent 

15. Security Deposit 

16. Shelter 

17. Single Family Home 

18. Studio Apartment 

19. Tenant 

20. Townhouse 
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HOUSING WORD SEARCH 

DIRECnONS: Circle the terms that relate to housing. Terms may be found across, up, down, 
and diagonally. 
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HOUSING WORD SEARCH 



DIRECnONS: Circle the terms that relate to housing. Terms may be found across, up, down, 
and diagonally. 
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INTERPRETING HOUSING ADS 



DIRECTIONS: Use the classified section of a newspaper. Find three ads that interest you. 
them out and glue them in the spaces provided below. 

1. APARTMENT - UNFURNISHED 



2. HOUSE FOR SALE 



3. MOBH^E HOME FOR SALE 



AD #1 If you were to follow up this ad, what questions would you ask? 

AD #2 What vital information is given in number two? Why do you like the house? 

AD #3 What did you find . lost desirable about the mobile home described in this ad? 
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RENTAL CROSSWORD PUZZLE 



Supplement 45 



DIRECTIONS: Use the across and down clues to complete the puzzle. The numbers of the 
clues correspond with the numbered spaces in the puzzle. 



ACROSS 

1. Rental agreetnent 

d A l^alliu of jhimithings and appliances in a furnished 

apaitmcot 
7. llieleasiDf of pfopeityaliecdy rented. 
S. Another name for tenant 
9. Electfidty* gas, and water. 

10. Hie owner, manager, oriental agent-somettmes called a 
nandlofd." 

IZ Legal process used to force a tenant ouL 

13. Usual aoaoaat of time to notify the landlord before moving out 



DOWN 

2. Small, one-room apartment with a kitdien and bathroom. 

3. Person who renu property from a landlofd. 

4. One-time payment to property owner to cover loss from 
nonpayment cf rent or property damage. 

5. Small deposit to ensure keys are returned. 

1 1 . The price paid for the temporaiy use of a building. 



12 



13 



10 



11 
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RENTAL CROSSWORD PUZZLE 



DIRECTIONS: Use the ucross and down clues to complete the puzzle, 
clues correspond with the numbered spaces in the puzzle. 



The numbers of the 



ACROSS 

1. Reoul agitctnetit 

6. Al^alliftoffumithingsiAdappUaiioet ioafunusbe^ 
aptrtmcot 

7. lliekuiog of picpeity already rented* 
& Another name for tcaant 

9. Beccrictty, gas, aod water. 

la The owner, manlier, or rental agent--«oiDetiine« called a 
nandloftL" 

IZ Legal process Qted to force a tenant oat, 

13. Usoal amoou of time to notify the landloid before moving out 



DOWN 

2. Small, one-foom ^xitment with a kitchen and bathroom. 

3. Person renU property from a landlotd. 

4. One-iime payment to property owner to cover loss from 
nonpayment of rent or property damage, 

5. Small deposit to ensure keys are remroed. 

11. The price paid for the temporary use of a building. 
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SELECTING A HOME 



DIRECTIONS: Answer the questions below regarding your future housing situations. 
Summarize your decision in the section designated 'The Bottom Line/' 



GETTING 



i 



DOWN 



TO 



i 



REALITY 




WHAT DO YOU WANT? 



WHAT DO YOU NEED? 



WHAT CAN YOU AFFORD? 



•THE BOTTOM UNE* 
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DATE 



OFFER AND 
DESCRIPTION 



CONVEYANCE 
PRICE 



HNANCINC 



TIME CLAUSE 
CONTINGENCIES 



COUNTY BOARD OF REALTORS 
CONTRACT OF SALE 



Supplement 47 
Page 1 of 2 



A OOQtTACt to puichaae it offeicd this 

by ^ 

to 



_Sc1kf<«) 
_ Comsxy, 



StMe of SoalfaCtroliitt tod beiofdc»cribed»» fallow*: " 

C«vcy«K..haU be n,>de object to «Uc.>.c».>oU^ 

provkfcdthM they do not prevent pwdyi»mm«*» 

•Ibepofcl^ie price is $ to be pMd »• foUowK ^ 



_C»*h_ 



Hcivwith which iball be held io tnut by _ 



^«KaX.aiadepo«itorc«»e«tiBoaey aiMl , 



upon dcliwy of » deed »i heitkulkr provided. •wUhe b«l«i»oe foUow« 
FHA .VA .CONVENTIONAL .CASH 



, SELLER. 



^ FIXED _ 



ADJUSTABLE . 



..GRADUATED. 



, OTHER TERXIS. 



_ SEE FINANCING ADDENDUM _ 



IxMQtobeobt*kie<lbytbeP<ucbMcriDthe«iDO«itof 

If thi» Ap«lw«toI^»rcb•»e»I»oe»coep•edinwritin|^by•e^fcrooo^befofette 

fofce ind effect, »Dd tny e»nK« mooey depoiiied beitWKicT wiU he lelMM^ 
Thii of Ib^ k comiaaeot vpoD tt»e ability of tie pwcfawcr to: 
[ ] Obtain fuMnci&e at iDdic»tedabcwc. 

( ) Compleic the ideindclo«iot of pwchMci'* home located tt^ 



d«yof_ 



then tlB MZM shall be DoU, void lod of no 



( 1 



II i. further ap«dlbat«theevc« that aeikr^cerve. an accepu^ b«« rfler he or hi. a^nt ha. been notified 

ofU»e««eoceofthe«ewape«neot.o««««thi.co«^ Said noboc «ay be per«»nally delive,^ or maile d 
bycemTtedmail aadMidreawdto • 

In the event of nailing, «ich notice .haU be deeo^d IO ha« been pvcn on 

XH^. Seller Aall have the righttocotfin«»ofrerhe«inp«Wfof..k. In cnfcrfc* 

fuiancing «viKd under thi. .IT««« wiU be fr«*d wi^ 
terminaied and tU depociu be petwncd to p w O>w. 

Other 



CLOSING COSTS 

DISCOUNT POINTS 

LOAN PROCESSING 
AND APPLICATION 

OWNER 
HNANaNG 

LOAN 
ASSUMPTION 

CONVEYANCE 
DATE OF 
CLOSING 

POSSESSION 

ADJUSTMENTS 



HREOR 
CASUALTY 



DEFAULT 



If t new loan is obtained: noo-iecuiriDf do»inf eo* to be paid by the . 

pnrpaidiienubytlr , PML FHA-MIP. or VA F«idio» Fee by *e _ 

DiMOunt PoiKs of to be paid by. 



lti.und«*oodthattbeP«ch«rwiU.dv««.inadditicntotbe*afl«tn^^ Pu„±.«r also apt*, to ^T»y -^^^ 

.bovc. frco. the insututioo of hi. choice, widun daye from dale of eaecutioo of Ihi. Contact «d provide for all document, or infonnat« .cque.led by the lender 

convMUiy in a prompt and timely mumer. ^ 

?Z!«f«ncin,Ubctudcdintbef«Mncin«ofthi.prop^ .kVot the bnJ^.) and aget^.) « ifai. tr««actKO make, no 

wocthinca. of Pun:ha.er and «g«e.t. that Seller delcnnine for himaelf that P.rchMe,'. aedit i. ^H^. M -IW.) para».er<.) to ftuniA a oed« «port .«Vor other 

financiil infctroatioo a. deemed nece«ary by Kller. 

See FiouKtng Addendum 

Sclto u, co««y by m«teuH. tide «d *livcr . pr-per -.tuMn- wa^ntyKbed wi* dower d«Iy «K>««>cd if «. d tree .f«K«-h„i«....«pt.. bcT.in...»d. whh 

all ttjunp* affixed thereto. Tbe deed Aall bepiepaied inthe name of . 

u)d delivered at the office, of ■ 



or.tipulated pJaoe of clo.ineandtrMMCt»oncloaedonorbef«e_ 
PoaaeMioo of mid prcmiaei will be given Purcha«er m or befove _ 



.19_ 
_19. 



T«« waicr. rcns. aewcr charts fuel ofl. li^U. lenu a. when coUected, bc«eownet. awoctatioo fee.. «»d oAer .Mcmmenu .hall be adju^d a. of the dale of the do-mg. T« 
prcrsuocspu^u^t to thi. contract a«ba.ed on the t«e. of .ecord on thiada.^ H tran-«i« iovolve. an ««nptK» of the ex-tuig 

n»rt|.|Be.thcpror.iioooftaae.andiniere« wiD be dealt with under the Io«ia..«n0k»«ct>oo of thkco««<t,..eF«^ 

In caae the property hcKin lefened to k <fc..i05cd whdiy or partiaUy by file or o^ 
pcoceedmgheieundcr.or of terminating thi.ar««nt and being paklbe.^ 



If the Purcha«r .hall default ui«W thi. agmment. the Seller Aall have the opt^ 
In the evem the contract - ««:i~fcd, c«.half of the ear,.* o«y AaU tf« 

earnest mo«y .hall be paid » the Seller. Upon default by the Seller, the Pu^hamrftaS have opti« of -lint for d«ai^ or ape^ 
dcfauh by the Selkr. if the Puicha^r ekca to .eack^ thi. ag«rt«^ 
iocMted nclu<fa^ b« not limited to ocdii iep«t, aCTwmiaal «ae. aMwy. ^ 
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EFFECT OF 
CONTRACT 



The pwik« beivto fwitier tfree that ifak ^ 



BINDING CONTRACT 
EARNEST MONEY 



SURVEY AND 
TITLE EXAMINATION 



CONDITION 
OF PROPERTY 



Thk cooirMX chiU be bodbs on bodi pAitks, tir ir inDcip^ 

Broker doe* ootpuniteptynntf of cbc(^<r checks accc^ Htny ooitfii«eDcy of tfakooiiract cuiiot be Mtkfied by w> fao^ 

be refunded Euaul money ia lo be dcpoeiled m e«row »ccow< oo or befoie Ibe Den bttdUDt <*»y •cw^mocc by both 

ptitiet of this coocrect, unlets Seller agrees in wiitiag otherwise. 



. f ■< .wt. Parchsser to iisvc a iwcy of subject propcity. and have an attorney of dwioe examine ike tide to 



subject prop e rty. 



a. The Purchaser acknowlcdiet that _ 



_ mmVot the brokcK*) and aceoi(s) m this transactioo give no fuannloc or warnKy of any 



kxid, either expfeat cr inpfied m lo the physical co«litioii of the property, and they five ao fuaraflaee or waoaocy coocemint any oertiScatioa or wmfcc6em cooocmine the 
cooditioQ of the property. 

The Seller wanaots the tcadiv, air oooditkwiDg. i4aiz)ba«, aiid ckctrkal sysieiM as weO as aU appliai^ 

k Kivcn. whichever oocws fnt. and that tlx roof and baaeiwnt aic boe of leaks. IT SHALL BE THE PURCHASER'S RJBSPONSIBILnY TO HAVE THESE SYSTEMS AND 
APPUANCES INSPECTED PRIOR TO SAm DATE aodtiK Seller shaU not be leapoortjk for Should s^hiMpectionwveal 



_ atMlI, at fak expenae, have the property ioapccaed and obtain a CL^lOO from a lioetised and bonded structural 



pest cootrd operator. If any inJcstatica. stiuctural damage, or cxoeaah«iiwimR k foutid, the SeU^ 

SeUei's expense, or should Seller refuse to nuJoe said repairs, the Purchaser's obtifadoo* uiKkr tfak CotAraa aic Kacinded. 



Seller fcpreaetts that the herein described property is cooDeded to a _ 



.public sewer system or to _ 



_ a oes^od or septic tank. 



Until pocaesaioG is delivered, the Seller atiecs to maiotaio the heating, sewage, plumbmg. air cooditioaing and electrical systetns and any buflt-in appUanoea in normal working 
order, to keep roof water tight and to maintain the grounds, drhvwaya and fencing in same oondi^ 



BROKERAGE FEE ScUer agrees to pay sU leal csute brokerage fee* as specried (m listing agreement) at time of doamg. The Brokerage Fee is earned upon the acoeptaooe of this offer, but subject to any 
cootingcncics apccified herein. 

HIA-VA CLAUSE See Financing AtUeuium 



HOME WARRANTY Both parties understand that a Home Wsrranty . 



. will not be iasM>d at dosing. If applicable, the warranty pretnium will be paid at dosing by the 



COVERAGE 



_ in the amount of $_ 



DISCLAIMER 



IT IS SPEOHCALLY UNDERSTOOD AND AGREED THAT _ 



. MAXES NO WARRANTY AS TO MERCHANTABD JIY OR FTINESS FOR A 



PARTICULAR PURPOSE AS SAME APPLIES TO THE SUBJECT PROPERTY WTTH IMPROVEMENTS THEREON AND ANY IMPUED WARRANTY RELATING THERETO 
IS HEREBY EXPRESSLY DISCLAIMED BY BROKER AND/OR AGENT. Il k specifically «iKier«ood and agreed that broker a«Vor ageot makes no warranty as to the title of the 
subject property, iIk coodiiioo of the house induding but not Iknited to termite damage, or iuyow.mtu ts situated upon the rjbject property, ioduding but not limited to fumaoe and ar 
conditioning units, or mstiCTY which would be icflected by a ainvnt swey of the subject property and makes no wananty as tr the accuracy of published stpUK footage. 



SIGNATURES BELOW SIGNIFY ACCEPTANCE OF ALL TERMS AND CONDITIONS STATED HEREIN - FACE AI^ REVERSE SIDES. 



Sijcncd, Sealed arxl Deliveicd in the prcjence of: 



As to Purchaser 



. (LS.) 



. (LS.) 



As to Purchaser 



Date 



. (LS.) 



A^ to Seller 



. (L.S.) 



^H^^o Sctkr 



This IS « Ift^lty 6iWmg contract. !ff»f mdertiood. MtkfwiMirmdvic*. 
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DOWN PAYMENT AND HOUSING COSTS 

DIRECTIONS: Read the cases below and calculate the payments. 
1. 



The Johnsons have $5,000 to put down on a conventional loan. The house costs $50,000. 
How much wiU thek monthly payments be for 30 years at 9 percent mterest? 



2 The Hopes are putting no money down on their VA loan. The house is sellmg for 
$48,000. They plan to carry the loan for 20 years at 8 percent interest. What will theu- 
monthly payments be? 



3 The Smiths are making a down payment of $3,750 on a house that costs $75,000. They 
are getting an FHA loan for 30 years at 10 percent interest. What wUl their monthly 



payments be? 
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DOWN PAYMENT AND HOUSING COSTS 



DIRECTIONS: Read the cases below and calculate the payments. 



The Johnsons have $5,000 to put down on a conventional loan. The house costs $50,000. 
How much will their monthly payments be for 30 years at 9 percent interest? 

$136.25 



2. The Hopes are putting no money down on their VA loan. The house is selling for 
$48,000. They plan to carry the loan for 20 years at 8 percent interest. What will their 
monthly payments be? 

$216.00 



3. The Smiths are making a down payment of $3,750 on a house that costs $75,000. They 
are getting an FHA loan for 30 years at 10 percent interest. What will their monthly 
payments be? 




$217.71 
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I AM ROBIN'S HOUSE 



DIRECTIONS: In this activity, individual home maintenance problems are given. After reading 
each problem, identify a possible company or person capable of solving it and provide an 
estimate of the cost 

#1 I am Robin's kitchen sink and I have stopped up completely. Who will fix me and how 
much will it cost? 

#2 I am Robin's exterior siding on the 1,200 square foot house. I have not been painted in 
five years. My paint is peeling off and is mildewed in some areas. Who will do this new 
paint job and how much will it cost? 

#3 I am Robin's heat pump. It is snowing outside and the pump has now broken down. 
What company will come, and how much is the charge for a service call? 

#4 I am Robin's carpet and what a mess I am in. What will it cost to clean carpet in seven 
rooms and who will do it? 

#5 I am Robin's yard. Since both Robin and spouse work, no one has time to take care of 
me. Is there a company that can do it? How much will the service cost? 

#6 We are Robin's pests. We axe ants, roaches, and termites. What will you do about us? 
How much will you spend? 

#7 I am Robin's septic tank and I am backing up. How disgusting!!! Well, what are you 
going to do about me? Who are you going to call and how much will it cost? 

#8 I am Robin's refrigerator. It is the day before Christmas and I just stopped working with 
Christmas dinner stored in me. Eighteen relatives are coming to eat. Who will leave 
their Christmas dinner to come fix me, and how much will they charge for coming on a 
holiday? 
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FURNITURE AND APPLIANCE LIST 



DIRECTIONS: Select one item from the following list to research. Write a paper on the 
importance of considering quality, price, and appropriateness before making a final selection of 
furniture or appliances. 



Range Recliner 

Refrigerator Desk 

Freezer Coffee Table 

Dishwasher Piano 

Garbage Disposal Bookcase 

Garbage Compactor Television 

Washing Machine Stereo 

Clothes Dryer Computer 

Sewing Machine Electric Mixer 
Sofa 
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MAKING TRANSPORTATION DECISIONS 

DIRECTIONS: Demonstrate a realistic attitude toward your transportation needs by responding 
to the following: 

L My present transportation needs are 



2* Available transportation choices that meet my needs include the following: 




3. I can afford the following form(s) of transportation: 



4. Advantages and disadvantages of the forms of transportation I selected are: 



ERIC 



TRANSPORTATION CHOICE 



ADVANTAGES 



DISADVANTAGES 
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AUTO VOCABULARY REVIEW 



DIRECTIONS: Use available resources to define or explain the following terms/phrases. 



Conimute 



Odonieter 



Cosmetic Auto Surgery 



Options 



Demonstrator 



Rebate 



Depreciation 
Diagnostic Center 



Road Test 



Standard Equipment 



Idling 



Sticker Price 



Independent Used Car Dealer 



Test Drive 



Junkers 



Tire Tread 



Loaner 



Title Papers 



Maintenance Schedule 



Misalignment 



Warranty 
Full 
Limited 



NADA Official Used Car Guide 



Jo 
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THE PERFECT CAR 



DIRECTIONS: Your parents have promised to purchase your first car as a graduation present 
After considering the following factors, write a description of your "Dream Car*" 

• Amount of money available 

• Model 

• Color 

• Accessories 
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Fact 
Sheet 

LEMON LAW 

Steven W. Hamm, Administrator/Consumer Advocate 
South Carolina Department of Consumer Affairs 



more days out of service for repairs. The 30 days do not 
have to be consecutive. 



j Q: Does South Carolina have a lemon law? 
I when did it become effective? 



If so, 



I A: Yes, South Carolina does have a lemon law which 
the General Assembly passed during the 1989 legislative 
I session. It became effective Oaober 3, 1989. 



Q: 

law? 



When is a car considered a lemon under the new 



Q: What happens if the manufacturer is unable to 
repair the defect? 

A: If the defect can not be repaired, the 
manufacturer has the option of whether to replace the 
vehicle or rescind the agreement and refund the money. 
If the manufacturer elects to rescind the agreement and 
refund the money, the refund must be for the full 
purchase price of the vehicle, less a reasonable allowance 
for the consumer's use. The full purchase price includes 
1) applicable finance charges and 2) all governmental fees 
such as sales tax, license fees, and registration fees. 

Q: Describe the steps I must take in getting a refund 
or replacement for my vehicle. 

A: Before you request a refund or replacement you 
must first participate in any arbitration procedure the 
manufacturer may have established (the decisions are 
binding on the manufacturer). This type of mediation is 
known as an "infornial dispute settlement procedure," 
The "informal dispute settlement procedure" must 



I A: The new law defines a lemon as a new motor 
I vehicle (passenger car, van, or truck) that 

1(1) was bought on or after Oaober 3, 1 989; 

(2) has a defect that impairs its use or will lower its 
market value substantially; and 

(3) which the manufacturer cannot repair within a 
reasonable time. 



I Q: What is not covered in the law? 

I A: Defeas which do not substantially impair the 
vehicle's use, market value, and safety. Also not covered 
[are defects caused by the consumer's abuse, neglect, or 
1 unauthorized alteration of the car. 

|Q: Does the lemon law cover anything other than 
1 new motor vehicles? 

I A: No. It only covers passenger motor vehicles (cars, 
j vans, and small trucks). 

I Q: If I discover a defect what do 1 need to do? 

I A: You must notify the manufacturer (or its agent) of 
the defea during the term of the expressed warranty. 
I The manufacturer must make any repair efforts at no cost 
I to the consumer within a reasonable amount of time. The 
law presumes a reasonable amount of time to be either 
three repair attempts for the same defect or thirty or 



(1) set up requirements for consumer notification: 

(2) be free from the manufacturer's influence; 

(3) be free of charge to the coqsumer; 

(4) generally settle the dispute within 40 days. 

Q: What can 1 do if I am not satisfied with the 
mediation decision? 

A: If after arbitration you remain unsatisfied, you can 
then file suit in the courts. Consumers should remember 
to buy cars only from reputable dealers and should read 
the warranty carefully and save all documentation related 
to the car and to any repair work for their records. If you 
have problems with your new car you should begin to 
keep the following records: a description of defects and 
details of contacts (including the date and name of the 
person you spoke with), a log of the amount of time the 
car was out of service, and complete written records of 
routine service. 



Q: If the lemon law does not cover the car 
purchased, do 1 have any other recourse or protection? 



A: Possibly. The general law of sale, including 
warranty law, may still apply. In addition, you can always 
file a complaint with the S,C, Department of Consumer 
Affairs. 



For more information call 1-800-922-1594 (toll free in S 
or 734-9452. 



crtt^rce: South Carolina Department of Consumer Affairs. 
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OPTIONS COST!!! 

DIRECnONS: Visit a car dealership to discover the costs of available options on a new car of 
your choice. Place an asterisk (*) beside the option(s) you would be willing to purchase. 

Model: 



AVAILABLE OPTIONS 


COST 




























































State reason for selecting the identified (*) options above. 
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ACCT. NO. 



SOUTH CAROLINA VEHICLE 
RETAIL INSTALLMENT CONTRACT 



DATE 



tuytr (and Co*Buytr) Name and Addrtss (include County and Zip Codt) 



CREDITOR (Stiltr Name and Addrtss) 



You. the Buyer (and Co-8uyer, if any), may buy the vehide described beiow for cash or on credit. The cash price is shown below as 
•Cash Price/ The aedit price is shown below as 'Total Sale Price." ■ By signing this contract, you choose to buy the vehicle on credit 



New or 
Used 


Year and Make 


Series 


Body 
Style 


NO. 
Cyl. 


If Truck. 
OVWdbs.) 


Vehicle 
Identification Number 


Use For Which 
Purchased 
















□ Personal □ Agricultural 
n Commercial n 



INCLUDING: 
□ Radio 



Air 

Conditioner 



Automatic 
Transmission 



Power 
□ Steering 



□ 



It is unlawful to require a purchaser of a raw motor vehicie. as a condition of sale and delivery, to also purchase special features, appliances, 
equipment, parts, or accessories not desired or requested by the purchaser. This does not apply to special features, apphances. 
equipment, parts, or accessories which are already installed on the vehicie when received by the dealer. 



TRADE-IN: 



GrouAUowMc* 



Amount OwniA9 



ITEMIZATION OF AMOUNT FINANCED 

(1) Cash Price 

(2) Down Payment 

Cash Down Payment ^ 

Pickup Payment Due , 19 ^ 

Trade-in (Description Above) ^ 



(1) 



Total Down Payment 

(3) Unpaid Balance of Cash Price (i minus 2) 

(4) Amounts Paid on Your Behalf 

To Public Officials (i) for license, title & registration fees $ ; 

(ii) for official fees $ ; 

(iii) for taxes (not in Cash Price) $ $ . 

To Insurance Companies for 

Vehicle insurance $ 

Credit Life Insurance $ 

Credit Disability Insurance $ 

Total Insurance Premium Costs J 

To for J 

To ^for^ J 

To ^^^^^ * 

Total 

(5) Amount Financed (3 plus 4) 



$ (2) 

$ (3) 



$ (4) 

$ (5) 



NOTICE TO THE BUYER: Do not sign this contract before you read it or if it contains any blank spaces. You are 
entitled to an exaa copy of the contract you sign. 

Buyer acknowledges receipt of a true and completely filled in copy of this contraa at the time of signing. 



Buyer (^o) Buyer 

Signs Signs 

SEE BACK F( R ADDITIONAL AGREEMENTS 

By signing below, the Seller accepts this contract. 

Seller • By " 
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MAKING THE DOWN PAYMENT 



DIRECTIONS: Read each of the situations below and determine the amount of cash needed for 
a down payment 

A. The cost of the car is $10,789. You must pay 10% down and the credit union will 
finance tiie balance owed. How much is your down payment? 



B. John's car has required many repairs this year and he has decided to purchase another car. 
The best deal he can get for a trade-in is $600. The car he wants costs $14,655, and he 
has saved $700 to use as a down payment How much of the total price must be 
financed? 



C. A neighbor has promised to sell his five-year-old car to Jerri for $985. He is asking Jerri 
to make a down payment equal to one-third of the cost of the car. What is Jerri's down 




payment? 




447 
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MAKING THE DOWN PAYMENT 



Supplement 59 Key 



DIRECTIONS: Read each of the situations below and detennine the amount of cash needed for 
a down payment 

A. The cost of the car is $10,789. You must pay 10% down and the credit union will 
finance the balance owed. How much is your down payment? 

$1.078.90 



B John's car has required many repairs this year and he has decided to purchase another car. 
The best deal he can get for a trade-in is $600. The car he wants costs $14,655, and he 
has saved $700 to use as a down payment How much of the total price must be 
financed? 

n% 



C. A neighbor has promised to sell his five-year-old car to Jerri for $985. He is asking Jerri 
to make a down payment equal to one-third of the cost of the car. What is Jem's down 
payment? 

$328.33 
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AUTO CREDIT WORD CHECK 



DIRECTIONS: Use available resources to define the following terms associated with auto 
credit 



1 • Actual Cash Value 

2. Appraised Value 

3. Co-Buyer 

4. Collateral 

5. Creditor 

6. Credit References 

7 . Customer S tatement 

8. Debtor 

9. Finance Charge 

10, Interest Rate 

11. Lien 
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THE FINAL PAPERWORK 

DIRECTIONS: Demonstrate your knowledge regarding factors related to purchasing a car by 
explaining the following: 



1. 


Description of vehicle 


2. 


Full price 


3. 


Parts guaranteed (include time limit) 


4. 


Trade-in allowance 


5. 


Financing terms 


6. 


Insurance premiums 


7. 


License fee 


8. 


Date of possession 


9. 


Title and registration papers 


10. 


Mileage disclosure statement 
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AUTO INSURANCE WORD SCRAMBLE 



DIRECTIONS: Unscramble the letters to form a word or words that relate to automobile 
insurance. The defmitions provide clues for the words. Write the correct letters in the blank 
spaces at the right of each scrambled word. 



DEFlNmON 



SCRAMBLED 
WORD 



UNSCRAMBLED 
WORD 



1. Payment made to the insurance 
company by the policyholder 
for coverage provided. 

2. The initial dollar amount the 
insurance company does not 
pay. It must be paid by the 
policyholder. 

3. The maximum amount the 
insurance company is required 
to pay for a specific policy. 

4. Request by an insured person 
for the payment of a loss. 

5. Pays medical expenses of the 
insured person and passengers 
in the car up to the limits of the 
policy. 

6. Representative of an insurance 
company who decides how 
much damage has been done to 
your car, another car, or 
property in the accident 

7. Coverage that protects you and 
your passengers in case of 
injury by a driver who either 
carries no insurance or is a hit 
and run driver. 

8. This coverage provides 
protection against damage to 
your car not covered by 
collision insurance. 



MUPEMIR 



DTBDEULICE 



YCUPO Mun 



MLax 



LMACEDI 
GRECVEOA 



TUJADRES 



ON TI-FUA 



NIVHCMOPERSEE 



Pays for damage to your car 
when it is damaged as a result 
of colliding with another 
vehicle or as a result of turning 
over. 



NCLLOISIO 



10. The amount the insurance 
company will pay when a claim 
is made. 



REGVOCAE 
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AUTO INSURANCE WORD SCRAMBLE 

1. Premium 

2. Deductible 

3. Policy Limit 

4. Claim 

5. Medical Coverage 

6. Adjuster 

7. No Fault 

8. Comprehensive 

9. Collision 
10. Coverage 
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Page 1 of 2 



Fact 
Sheet 



AUTOMOBILE INSURANCE 

Steven W. Hamm, Administrator/Consumer 
Advocate 

South Carolina Department of Consumer Affairs 



Q: How are my automobile insurance rates 
established when i apply for insurance in South Carolina? 

A: The premiums you pay for automobile insurance 
are based upon several factors. Your rates are based on 
the type of car you drive, its age, the territory you live in, 
and your driving record. 



Why are my rates affected by where I live? 



A: Rates for automobile insurance are higher in 
higher population areas because there is a greater risk of 
accidents in areas with higher concentrations of cars. 
Rates in rural areas are slightly lower due to the fewer 
number of automobiles in those areas that might be 
involved in an accident. 

Q: What time period is used to establish my driving 
record for automobile insurance purposes? 

A: South Carolina law allows automobile insurance 
companies to use a 36-month period prior to your policy 
renewal date. Accidents or violations more than 36 
months prior to your renewal date cannot be used to 
establish your insurance rate. 

Q: What is the 'recoupment fee" that I keep hearing 
about and see listed on my automobile insurance 
premium notice? 

A: The 'recoupment fee' is the charge included in all 
automobile insurance policies since 1974 to pay for the 
losses in the South Carolina Reinsurance Facility. The 
^Reinsurance Facility was established by the General 



Assembly in 1974. Your recoupment fee varies according 
to your driving record. You pay a recoupment fee for 
each car you injure. 

Q: Why should I be paying for losses in the 
Reinsurance Facility in addition to the cost of insuring my 
car if I have a clean driving record? 

A: Approximately 1/3 of South Carolina's drivers have 
been assigned to the Reinsurance Facility by their 
automobile insurance company because they are 
considered to be high risk drivers in relation to the 
insurance premiums they pay. However, over 75% of the 
drivers considered high risk by the automobile insurance 
industry have clean driving records. The Reinsurance 
Facility assures drivers with clean records that their rates 
will not increase drastically just because their automobile 
insurance company considers them bad risks. 

Q: Does that mean that I could be in the Reinsurance 
Facility even though I have a clean record? 

A; Yes, over 75% of the drivers in the Facility have 
clean driving records. 

Q: Does being assigned to the Reinsurance Facility 
cause me to pay higher rates? 

A: No. Your rates are based on the type of car you 
drive, the area you live in, and your driving records. 

Q: Why would an insurance company consider me a 
bad risk if i have a clean driving record? 

A: Insurance companies consider many factors in 
determining risk. Those factors may include where the car 
is normally parked, type of employment of the driver, and 
other factors. They may also conclude that the risk of a 
particular driver is not adequately covered by the 
premium level allowed for that particular car, territory, 
and driving record. 

Q: If, during the past three years, I do not have any 
moving violations or no more than one ticket for going 
less than 10 mph over the speed limit, how much will I pay 
in recoupment fees? 

A: Your annual fee for full coverage will be reduced 
from $71.00 to $35.53 effective for policies that renew on 
or after October 1, 1989~a savings of $35.47. If you do not 
carry physical damage coverage, your savings will be less. 



Source: South Carolina Department of Consumer Affairs. 
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Q: If, over the last three years, I have one conviction 
of speeding more than 10 mph or have one chargeable 
accident over $750 damage and no bodily injury, how are 
my automobile insurance rates affected? 

A: Under the new law the annual recoupment fee 
increases from $142.00 (old law) to $145.38, a difference 
of $3.38. The same fee also applies if your driving record 
includes one conviction of speeding more than and one 
conviction of speeding less than 10 mph or two 
convictions of speeding less than the 10 mph limit. 
However, if you have one chargeable accident with bodil/ 
injury, that fee is increased from $213 (old law) to 
$290.76-a difference of $77.76. 

Q: How are my insurance rates affected if I have had 
two convirtions for speeding over the 10 mph limit in the 
last three years? 

A: Two convictions for speeding over 10 mph above 
the limit raises the recoupment annual cost from $284.00 
(old law) to $436.1 4-an annual difference of $152.14. The 
same fee applies if your driving record shows one 
speeding ticket under and two speeding tickets over 10 
mph above the limit. The $436.14 is in addition to the cost 
of insuring your car. 

Q: I was recently involved in an accident with no 
injuries and I have two convictions for speeding more than 
10 mph on my driving record. Will I see a substantial 
increase in my rates? 

A: Yes. The annual recoupment fee will increase 
from $284.00 (old law) to $581 .52, a difference of $297.52. 
The fee for drivers with three convictions for speeding 
more than 10 mph was increased from $284.00 to $872.28, 
a difference of $6 1 6.00. 

Q: How have persons who have been convicted of 
reckless driving and driving under the influence been 
affected by the new law? 

A: Reckless driving resulting in a chargeable accident 
or a single DUI conviction in the past three years increases 
the annual recoupment fee from $355.00 (old law) to 
$1 308.42-d difference of $953.42. 

Q: How will I be affected by the new seat belt law 
and when does it go into effect? 

A: This new legislation requires seat belt use by 
drivers and front seat occupants beginning July 1, 1989. A 
$10.00 fine cor^d be imposed on those failing to wear the 



belts, but only if the driver is stopped for some oth 
traffic violation such as speeding, after January 1, 1990 



i 



Q: Why do auto insurance rates seem so high when 
the General Assembly passes laws in this area? 

A: Your automobile insurance premium pays for 
many costs that the General Assembly cannot control. For 
example, every hospital in South Carolina has announced 
higher room rates and higher costs for medical services. 
The cost of repairing damaged cars continues to rise. For 
example, a 1989 automobile that retails for approximately 
$14,000 would cost $35,000-$40,000 to replace in parts 
alone, plus the cost of labor to put all those parts 
together. 

Q: What can I do to reduce my automobile insurance 
rates? 

A: You should shop around for the best rates. 
Automobile insurance companies are required by law to 
sell an automobile insurance policy to you if you have a 
valid driver's license and can pay the premiums. You also 
need to be very careful when you drive, since speeding 
tickets and accidents can drastically increase your 
premium. You need to remember that those speed limit 
signs are being enforced more th^n ever now in Soi 
Carolina. 

Q: Should consumers "comparison shop* before 
buying automobile insurance? 

A: Yes, definitely. Consumers should compare prices 
when shopping for insurance as they would for groceries 
or a new car. 

Q: You mean different insurance companies in South 
Carolina charge different rates for the same coverage? 

A: Yes! You may save hundreds of dollars by 
shopping around among companies. You may save 
additional money by changing your coverage or 
increasing your deductibles. 

Q: How can I find out more about different rates for 
my needs? 

A: . By contacting this Department at 1*800-922-1594 
or the Insurance Department at 737-6160 and requesting 
a Shopper's Guide. 



8/9/89 



Source: South Carolina Department of Consumer Affairs. 



ERIC 



28245 ; 



DO WE KNOW THE ANSWERS? 



Supplement 64 
Page 1 of 2 



Here are some questions to help us evaluate our family resources and see how adequately they 
protect us against health care costs that exceed our regular budget. 

1 Dowe have any kind of health insurance? YES NO 



Is it provided by . . . 

an insurance company? another plan? , 

Blue Cross-Blue Shield? 

Is it... 

a group plan? 



an individual or family policy? , 



a group plan and an individual policy? . 



4 What members of the family are covered by this health insurance? 



ERIC 



Does our insurance help pay . 
hospital expenses? 



costs of an operation? . 



other physician and specialist bills . . . 

in hospital? ^ 

at home? 



6 Does our insurance help replace income lost due to disability? 
YtS NO 

HEALTH INSURANCE INSTITUTE 
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7 



Is our individual and family insurance . . . 



guaranteed renewable up to a specified age? 

subject to renewal by the insuring organization? 



8 



Do our policies include a deductible which we must pay before benefits start? 



YES 



NO 



9 



Are there waiting periods before benefits start? 



YES 



NO 



10 Do our policies have specific waiting periods before covering . . . 

Length of Waiting Period (if any) 

tonsillertomy? . 

maternity? 

preexisting conditions? 

other? 

1 1 How do the hospital and surgical benefits of our policies compare with local hospital 
surgeon's charges? 



1 2 Are newborn babies covered from birth? 



from 14 days? 



from what age? 



To what ages are our children protected by our family health insurance? 



1 3 How do we apply for the benefits provided by our health insurance? 



1 4 How soon do we have to apply? 



HEALTH INSURANCl: INSTITUTE 
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HEALTH INSURANCE TERMS 

DIRECTIONS: Use available resources to locate the definitions of each term or phrase below. 

1. Policy 

2. Premium 

3. Insured 

4. Policyholder 

5. Insurance Agent 

6. Coverage 

7. Insurable Interest 

8. Benefits 

9. Claims 

10. Hospital Expense Coverage 

1 1 . Surgical Expense Coverage 

12. Physician's Expense Coverage 

13. Basic Protection 

14. Major Medical Expense Coverage 

15. Student Accident Insurance 

16. Worker's Compensation 

17. Health Maintenance Organization (HMO) 

18. Medicaid 

19. Medicare 

20. Dental Expense Coverage 

21 . Disability Insurance 

22. Deductible 

23. Co-payment 

24. Guaranteed Renewable 

25. Major N.edical Expense 

26. Student Accident Insurance 
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INSURANCE VOCABULARY BUBBLEGRAM 

DIRECTIONS: Using clues given below, fill in the bubbles to reveal words that apply to all 
types of insurance. 



1. 
2. 



5. 



7. 
8. 



OOO I oooooooo 

ONOOOOOOO ooooo 

ooooos 

OOO u OOO 

oooorooo 
ooooo A OOO oooooooo 
ooN ooooo 
ooooco 



9. OO E oooo 



CLUES 

L Person who purchases the insurance policy* 

2. Individual who sells insurance. 

3. Requests for payment of amounts due. 

4. Person covered by an insurance policy. 

5. Circumstances for which the insured is promised payment, 

6. Interest a perjon has in the life of another or in property. 

7. Payments for losses. 

8. Insurance contract 

9. Amount paid for insurance. 

45: 
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INSURANCE VOCABULARY BUBBLEGRAM 

1. Policyholder 

2. Insurance Agent 

3. Claims 

4. Insured 

5. Coverage 

6. Insurable Interest 

7. Benefits 

8. Policy 

9. Premium 
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DIRECTIONS: In the designated boxes, write the terms that represent the definitions of health 
insurance vocabulary words provided by the group leader. 



BINGO 



1 


2 


3 


4 


5 


6 


7 


8 


9 


10 


11 


12 


FREE 


13 


14 


15 


16 


17 


18 


19 


20 


21 


22 


23 


24 
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Choosing a health 
^nsurance policy 



(a checklist 
of items to be 
compared) 



Name of insurer 

Type of plan (group or individuiti) 
Persons covered 



BENEFITS (state max. dollar amount 
of benefit) 

Hospital: 

semiprivate room and board 

($ per day/no. of days) 

operating room fees 

lab and X-ray fees 

medicines 

total maternity benefit 



Surgical: 

coverage for various operations 
e.g. 

appendectomy 

tonsillectomy 

other 



Physician/Regular Medical: 

doctor's visits in and 

out of hospital (S per visit) . . . 

X-ray 

lab tests 



Major Medical: 

max. dollar limit per illness 

per policy year 

deductible (amount insured 

pays before benefits take 

effect) 

co-insurance (amount insured 

pays over and above the 

deductible as % of total bill) 

Miscellaneous: 

dental 

optical 

other 

Waiting period (no. of months) 

maternity 

pre-existing conditions 

other 

Exclusions 

special nursing care 

convaieKent home care 

other 

Renewability 

Is policy guaranteed renewable? 

To what age? 

Cancellation 

When can insurer cancel policy? 

Can rates be raised? 



Premium ($ 



per month) 



•fW2 CMC corporation 



^ermtuion to matce room of this page ti granitd 
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LIFE INSURANCE VOCABULARY LIST 

DIRECTIONS: Use available resources to define the vocabulary terms/phrases below. 



1 

1. 


v^sn Value 




1 crm insurance 




wnoie me inburdiivc 


A 


T T'ni vi*fC5jl lift* iTiCnT"5inPP 


D. 


rTenuuni 


0. 


1h nH/MirmAnt lift* IflQliri^rtPP 


7 




Q 


Policy 


9. 


Beneficiary 


10. 


Face value 


11. 


Decreasing term insurance 


12. 


Proceeds 


13. 


Limited-payment life 


14. 


Nonparticipating policies 


15. 


Incontestable clause 


16. 


Waiver-of-premium clause 


17. 


Participating policy 


18. 


Adjustable life insurance 
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LIFE INSURANCE WORD SEARCH 

DIRECTIONS: Circle the terms that relate to life insurance. Terms may be found across, up, 
down, and diagonally. 



AHFAWUAYXATZZAAACMA 
EHBCKDLELKOFI SGHTI K 
ZEEWl YNPXHWHTHUHVHF 
SNZNCASHVAL 



K 


L 


C 


E 


M 


U 


E 


M 


D 


C 


N 


0 


0 


N 


U 


N 


N 


A 



M D 
E C U A 



UESSl MQUSAOC 



LR BRXXDSOR 



DOLQJMSYRNW 



QOAWDDDTOCSMC 



WZEHXYGYDUPY 



LOKOIXOISCSLZSOMROCSAT 
CCNKJOCJZCWNBCOCDACLANRT 
SMAAPRIJXINACPOLICYODITS 
ECUKCROPOCLI CLNCCLNNLOA/11 D 
S, NPOLACNRXJ HN! WCHMCYRCO 

SCNFACEVALUEl C 



M L L 
E 
Z 



o 

ENMSOCRTMAX 
OKELRENl VRLC 



DEKLLKDCI UTPL 



FPRAPEPNXL 



CONOCGNCNGJVtS GAL 



PKPPI DMGKPREMI UMOMCMI SNTY 
TPFAPSMPTCBCKJOJKLMGTCIIC 

FPOFFPFONBMNl RBRGSCREWSNU 
TKRPAICLJCKAQFLMLBSTDAAGD 
JRERCBAILARRJACFOFUFPYEPA 

TKVTHCJ CNUKUJ QADBUBCAUROW 
LKIMNODYKKSSJIKUACDMYSCLS 

J TACBCDOHHGNJ CH 
KMWHOLELIFEIN 

JKRMABCDBDFMCGCJGMGGNSUIW 



M C E I O 

suranceeddcx 



MJNOCPQQUDCR 
ACYI OPYPTUSEFGP 
LMWCLPMAWURTS 
MNOJCLWXYOMTU 
ACI NCONTESTABLE 



u 


A 


C 


D 


c 


K 


K 


M 


R 


A 


N 


C 


J 


G 


M 


G 


J 


J 


U 


M 


0 


N 


R 


T 


! 


I 


U 


Y 


0 


C 


A 


Y 


c 


L 


A 


U 



OSTJJUMPTYTEU 

S L A L S C 

TT! I UYCI COYB 
SSOCAYDFBDDE 
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LIFE INSURANCE WORD SEARCH 



DIRECnONS: Circle the terms that relate to iife insurance. Terms may be found across, up, 
down, and diagonally. 
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LIFE INSURANCE BUBBLEGRAM 

DIRECTIONS: Circle the terms that relate to life insurance. Terms may be found across, up, 
down, and diagonally. 

I. OOO L o 

, OO 1 oooooo 

3- OOOOOOOOOOfO 

4. O E OO 

5. OOO I oooo 

6. oon oooooo 

r OOOOsOOOOO 

8 OuOOOOOOOO 

9. oroooooooo 

10. OaOOOOO 

II. OnOOOOOOO 

12. cOOOOOOOO 
,3. OO E OOOOOOOO 

46j 
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CLUES 

1 . Provides basic lifetime protection. 

2. Policy that permits adjustment of premium, face value, and level of protection. 

3. Another name for whole life insurance. 

4. Provides protection only for a specific period of time. 

5. Policy in which face value varies with performance of a fund in which the premiums are 
invested. 

6. Term policies often include a(n) option. 

7. Allows the insured to alter the coverage. 

8. Variable life insurance has a(n) minimum death benefit. 

9. Term insurance offers the most for your insurance dollar. 

10. Advantages of endowment insurance are protection and . 

11. Policy that pays face value to beneficiary if insured dies before endowment period ends. 

12. Amount policyholder would receive if policy were surrendered before maturity or upon 
death of the insured. 

13. Key advantage of adjustable life coverage. 
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1. Whole 

2. Universal 

3. Straight Life 

4. Term 

5. Variable 

6. renewable 

7. Adjustable 

8. guaranteed 

9. protection 

10. savings 

11. Endowment 

12. Cash Value 

13. Flexibility 



Supplement 73 Key 



LIFE INSURANCE BUBBLEGRAM 



ERIC 



47x 



297 



s 

I 

a 






C X 






o 's; 




«n 


1 o 










u can 


premi 
abled 




o 
>x 


sz "5 




(/I 






o 














o S 




O 








> D 






to o 




"5 












lall a 


o — 

c ^ 


ger. 


w 


c 


E 


.— c 




(/I 


5 2 




<o 




o 




o c 


(/I 


rO 


>» — 
*^ ^ 


x: 
c 




2 


o 




x: o 


E 



>» o 



£ ^ ^ <v 



to 



in fcr — 



o ^ 



■o > o 



•-6 ^ o I E o 



0) 



* 5 



^ a» c jQ a» ■ 

4-» Q. 



03 



0) 



E * 



ERIC 



<D O 
.E Q. Q. 



01 



0) 



Supplement 75 

EXPECTING THE UNEXPECTED 

DIRECTIONS: Use information provided by a *mortality table to complete the activities below, 

1. According to the information provided in the mortality table, your life expectancy is 
years. 



2. Individuals age 23 may expect to live an average of more years, but 

out of 1,000 will die before reaching the age of 24. 



Suppose that 1,000 persons age 69 decide to make a risk-sharing agreement to pay 
$1,000 to spouses of each person in the group who will die during the year. To cover the 

probable payments of $ , each of the 1,000 persons would have to contribute 

$ in advance. 



♦Green. Consumers in the Economy, pp. 304-5. 

Adapted from Educttion Services Institute of Life Insurance. Health Insurance Institute. Protecting Your Future. Master Activity #5. 
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EXPECTING THE UNEXPECTED 

1. Present age of participant will determine the answer. 

2. 50.22; 1.53 

3. $34,000; $34.00 
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LIFE INSURANCE 

EXERCISES FOR INQUIRY AND DISCUSSION 

^DETERMINE ORDER OF PRIORITIES, Assume that you 
are single, just starting out in your career at a yob with 
relatively low pay but good prospects for advancement 
You have $25 a week left after expenses. What priorities 
would you give to each of the following for using that 
money? How would you rank the items listed if you 
were married and had a child? Explain your decision, 
A. Recreation 

B. A better car 
^C. Life insurance 

D. Savings or investment 

E. A better apartment or house 

F. More, nicer clothes 

2. ANALYZE INSURANCE NEEDS. How would each of 
the following factors affect the amount of life insurance 
you would buy? What other factors would affect your 
decision ? 

^A. Number of dependents 

8. Your present and potential future income 

C . Your age and the age of dependents 

D. Expected social security benefits 

E. Inflation and its effect on future earnings 

F. Earnings of investments and other sources 

G. Your health 



Name: 



CHOOSE A POUCY: Which (one or more) of the 
following policies would you select as a single person ? 
Which would you select as a family breadwinner with 
two children? As a homemaker? As a working wife? 
Explain your choices. 

A. Term insurance with the right to convert to an 
ordinary life policy without requiring a physical 
examination, with rates rising as you get older. 

B. A straight life policy with a growing cash value 

and a set premium for the rest of your life. 

A limited-payment life policy with a growing 

cash value that would be fully paid up in 20 years. 

D. Term insurance with no convertibility rights, 
which costs less than policy A., with rates rising as you 
get older. 

4. SELECT BEST POLICIES. Consider the following 
situations. Indicate the type or types of policy you feel 
best meet the needs of each person and explain your 
choice. (Indicate Nl if you feel no more insurance is 
needed; T for term; OL for ordinary life; E for 
endowment; and LP for limited-payment life.) 

A. A young ball player earning $60,000 a year with 
noHependents has $5,000 ordinary life policy. 

B. A 30-year-old engineer earning $15,000 a year 
a wife 28, son 7, daughter 5, and son 2; covered by 



a company-paid $4u,000 term policy. 

^C. A young working wife earning $8,000 a year 

with two teenage children; her husband earning 
$12,000 a year; neither has insurance. 

D. A young single girl with no dependents and an 
income of $6,000 a year; has no insurance. 

E. A young married man with an income of $7,000 

a yea^ whose wife is expecting a baby; each insured for 
$1,000. 

5. CHOOSE AN AGENT. When deciding on an 
insurance agent, how would you rank each of the 
following? Why? 

^A. Reputation of the agent 

B. Degree to which agent participates in local 
community affairs 

C. Personal acquaintanceorfriendship withagent 

D. Type of clients agent deals with 
E. Whether or not agent has CLU rating 

F. General appearance and manner of agent 

G. Agent's training 

6. DEQDE ALTERNATIVES. If you were single and had a 
participating life insurance policy, what would you do 
with dividends? Would your answer be different if you 
were married and had two children ? 

A. Buy more ordinary life insurance. 

B. Buy term insurance. 

C. Leave it on deposit with the company to earn 
interest. 

D. Take it in cash for recreation or luxuries. 

E. Take it in cash and invest it in securities or 
deposit it in a savings account. 

7. DECIDE PUBLIC POLICY. In view of the criticisms of 
the life insurance industry, which of the following public 
policies would you advocate? Justify your position. 

^A. Put all life insurance companies under federal 

regulatory control requiring them to conform to 
national standards with respect to premium costs and 
benefits offered. 

B. Strengthen state laws dealing with life insurance 
companies requiring them to provide adequate and 
understandable information about costs and benefits. 

C Give consumer agencies in states or rr:ijor cities 

the responsibility of explaining insurance programs to 
individuals and helping them with insurance problems. 

D. Encourage the industry to regulate itself. 

E. Keep regulation of insurers to a minimum 
depending on the factor of competition to protect the 
consumer's interest. 



Cres EXERCISES FOR INQUIRY AND DISCUSSION are presented for use with LIFE INSURANCE. Unit 2 of the CTES Resource Kit for Teaching 
Insurance. Questions are open-ended and no answers are suggested COPYRIGHT 1972 THE KIPUNGER WASHINGTON EDITORS JNC Perm.ssion 
^'-teo to reproduce this page for classroom use onjy 
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THE WILL WHEEL 

DIRECTIONS: Review the definitions provided for terms used in legal wills. Write the number 
preceding each definition in tiie matching circle on the Will Wheel. 
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THE WILL WHEEL 

Definitions of Terms. 

1. Property which is governed by a will and is transferred to other people through it. 

2. A written legal document through which a person expresses the manner in which 
possessions are to be disposed of upon death. 

3. All forms of property owned by a person or a business. 

4. One who is responsible for administering a will. 

5. One who is entitled to receive or inherit property. 

6. A legal contract for managing and controlling certain assets held by one person for the 
benefit of another. 

7. A gift of personal property; generally a specific item of value mentioned in a will. 

8. The procedure of proving a will before a court having jurisdiction over the administration 
ot the deceased person's estate. 

9. A supplement or amendment to a will. 

10. A person appointed by a will or court to care for minor children or an incompetent adult. 

11. A term used interchangeably with "will." 

12. A person who has made a will. 
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THE WILL WHEEL 



DIRECTIONS: Review the definitions provided for terms used in legal wills. Write the number 
preceding each definition in the matching circle on the Will Wheel. 
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STATE OF SOUTH CAROLINA 
COUNTY OF 



AFFTOAVrr 



I, , being at least eighteen years of age and 

a resident of and domiciled in the City of , County of , 

State of South Carolina, make this Declaration this day of , 19 



I willfully and voluntarily make known my desire that no life^sustaining procedures be used to prolong my dying 
if my condition is terminal, and I declare: 

If at any time I have a condition certified to be a terminal condition by two physicians who have personally 
examined me, one of whom is my attending physician, and the physicians have determined that my death will occur 
within a relatively short period of time without the use of life-sustaining procedures and where the application of life- 
sustaining procedures would serve only to prolong the dying process, I direct that the procedures be withheld or 
withdrawn, and that I be permitted to die na :urally with only the administration of medication or the performance of 
any medical procedure necessary to provide me with comfort care. 

In the absence of my ability to give directions regarding the use of life-sustaining procedures, it is my intention 
that this Declaration be honored by my family and physicians and any health facility in which I may be a patient as the 
final expression of my legal right to refuse medical or surgical treatment, and I accept the consequences from the 
refusal. 

I am aware that this Declaration authorizes a physician to withhold or withdraw life-sustaining procedures. I am 
emotionally and mentally competent to make this Declaration. 



This declaration may be revoked: 

1) By being defaced, torn, obliterated, or otherwise destroyed, in expression of the declarant's intent to 
revoke, by the declarant or by some person in the presence of and by the direction of the declarant. Revocation by 
destruction of one or more of multiple original declarations revokes all of the original declarations. The 
revocation of the original declarations actually not destroyed become effective only upon communication to the 
attending physician. The attending physician shall record in the de€larant*s medical record the time and date when 
the physician received notification of the revocation; 

2) By a written revocation signed and dated by the declarant expressing his intent to revoke. The 
revocation becomes effective only upon communication to the attending physician. The attending physician shall 
record in the declarant's medical record the time and date when the physician received notification of the written 
revocation; 

3) By an oral expression by the declarant of his intent to revoke the declaration. The revocation becomes 
effective only upon communication to the attending physician by the declarant. However, an oral revocation 
made by the declarant becomes effective upon communication to the attending physician by a person other than the 
declarant if: 

a) The person was present when the oral revocation was made: 

b) The revocation was communicated to the physician within a reasonable time; 

c) The physical or mental condition of the declarant makes it impossible for the physician to confirm through 
subsequent conversation with the declarant that the revocation has occurred. 

The attending physician shall record in the patient's medical record the time, date, and place of the 
revocation and the time, date, and place, if different, of when he received notification of the revocation. To be 
effective as a revocation, the oral expression clearly must indicate a desire that the declaration not be given effect or 
that life-sustaining procedures be administered; 

A) By a written, signed, and dated revocation or an orcl revocation by a person designated by the 
declarant in the declaration, expressing the designee's intent permanently or temporarily to revoke the declaration. 
The revocation becomes effective only upon communication to the attending physician by the designee. The 
attending physician shall record in the declarant's medical record the time, date, and place of the revocation and the 
time, date, and place, if different., of when the physician received notification of the revocation. A designee may 
revoke only if the declarant is incompetent to do so. If the declarant wishes to designate a person with 
authority to revoke this declaration on his behalf, the name and address of that person must be entered here: 



Name of Designee (optional) , 



Address City/Sute/Zip . 
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STATE OF 



ERIC 



COUNTY OF 



We., 



and 



the undersigned witnesses to the foregoing Declaration, dated the day of ^ • 19 . 

being first duly sworn, declare to the undersigned authority, on the basis of our best information and belief, that the 
Declaration was on that date signed by the declarant as and for his DECLARATION OF A DESIRE FOR A NATURAL 
DEATH in our presence and we, at his request and in his presence, and the the presence of e^j.ch other, subscribe our 
names as witnesses on that date. The declarant ii personally known to us, and we beUeve him to be of sound mind. 
Each of us affirms that he U qualified as a witness to this Declaration under the provisions of the South Carolina Death 
With Dignity Act in that he is not related to the declarant by blood or marriage, either as a spouse, lineal ancestor, 
descendant of the parentt of the declarant, or spouse of any of them; not directly financially responsible for the 
declarant's medical care; or entitled to any portion of the declarant's esUte upon his decease, whether under any will 
or as an heir by interstate succession; not th^ beneficiary of a life insurance policy of the declarant: not the declarant's 
attending physician; not an employee of that attending physician; nor a person who has a claim against the declarant's 
descendent's esUte as of this time. No more than one of us is an employee of a health facility in which the declarant is a 
patient. If the declarant is a patient in a hospiul or skilled or intermediate care nursing facility at the date of 
execution of this Declaration at least one of us is an ombudsman designated by the Sute Ombudsman, Office of the 
Governor. 



Witness 



Witness 



•'Subscribed before me by , • declarant, and 

subscribed and sworn to before me by 

, the witnesses, this day of 



.19_ 



Notary's Signature . 
Notary Public for 



My commission expires: 
(Seal) 
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A GUIDE TO FUNERAL COSTS 

Complete Funeral Expenses: 

Embalming $175.00 

Casket (Family Selection Cost) 

Removal (Local) 50.00 

Dressing Remains 20.00 

Barber/Cosmetologist 17.50 

Manicure 5,00 

Restoration 50.00 

Limo to Cemetery 55.00 

Hearse to Cemetery 55.00 

Taking Remains to Church 25.00 

Taking Remains to Airport 60.00 

Taking Remains to Railroad Station 50.00 

Taking Remains to Home 25,00 

Limo Trip to Coroner's Office 30.00 

Limo for Night Wake and Funeral 45.00 

Limo for Arrangements 30.00 

Limo for First Viewal 30.00 

Procuring Burial Permits, Certified Copies and Legal Papers 25.00 

Clergy 40.00 

Organist and Singer 75.00 

Professional Services 100.00 

Use of Chapel 75 .00 

State Sales Tax (5%) 

PaUbearers' Gloves (1/2 doz.) 5.00 

Catholic Prayer Cards 6.75 

Register Book 3.50 

Acknowledgment Cards (per 100) 4,50 

Additional Items: 

Foldingchairs 15.00 

Door Spray (Flowers) 25.00 

Extra Limo 55.00 

Suits and Dresses (Optional) 

Underwear (Optional) 

Delivery of Flower to Home or Hospital 10.00 

Death Notices (Optional) 

Tent Rental 25.00 

Burial Vault (Optional) 

Long Distance Calls (Optional) 

Funeral Programs (Optional) 

Saturday Services, Chapel 150.00 

Saturday Services, Cemetery 150.00 

CMAS Covers 32.00 

Air Fares (Optional) 

Railroad Fares (Optional) 

Funeral Pictures (Optional) 

Grave (Family Choice) 

Cash Advance (Optional) 

Mass Offering (Ojjtional) 
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CAREERS IN CONSUMER AFFAIRS 

DIRECTIONS: Research a career in the field of Consumer Affairs that is of interest to you. 
Provide career related information for each section of this learning activity. 



Career Title: 



ERIC 



Educational Requirements: 



Job Description: 



Probable Employers: (Companies and Organizations) 



Steps for Advancement: 



Positive Aspects of the Job: , 



Negative Aspects of the Job: 



Salary Range: 

308 
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ADVERTISERS CODE OF ETHICS 



* Advertising shall be free of information that is 
offensive to good taste or public decency. 



Services or merchandise shall be available at the 
advertised price. 

Advertised warranties and guarantees shall be 
explicit. 

Advertisements containing testimonials shall be 
limited to witnesses who reflect real and honest 
choices. 

Advertisements shall not contain exaggerated or 
unprovable claims. 

Advertising should refrain from attacking 
competitors. 
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3 - R's of Taxation 



Revenue 

♦ Money received from taxes and used to provide public 
services. 



R egulation 

♦ Laws written by agencies to enforce 
legislation and preserve our economic 
way of life. 



Redistribution 

♦ Transfer Payments 

♦ Rehabilitation 

♦ Public Services 
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YES NO 



ROAD TEST 
(Things to Check) 



The car does not pull to one side 
^ Gears shift quietly without hesitation 

Oil pressure indicator registers "normal" 

High, solid braking 

Good acceleration 
^ Smooth, comfortable ride 

Operable safety belts/air bags 

Controls are easy to reach and operate 
^ Engine emits a quiet, smooth, even sound 
^ Sufficient head and leg room 
i& Satisfactory regulation of interior temperature 
i& No rattles, knocks, squeaks, strong vibrations, or 

grinding noises 
i& No cloud of smoke upon acceleration 
^ Wheels do not wobble 
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AUTO AD 

Hdtp 
Hp 
OTGR 
S 

PW 
PS 
R&H 
PB 
AT 
AC 
T/G 
Low Mi 
Cass 
CC 
MPG 



ABBREVIATIONS 

Hardtop 

Horsepower 

Overall Top Gear Ratio 

Standard 

Power Windows 

Power Steering 

Radio and Heater 

Power Brakes 

Automatic Transmission 

Air-Conditioning 

Tinted Glass 

Mileage Low for Age of Car 
Cassette Player 
Cruise Control 
Miles Per Gallon 
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The following South Carolina Depanment of Education staff provided assistance and guidance: 
Education Associates Susan Davis and Amy McCaskill; and Word Processing Operator. 
Linda Gordon. 




South Carolina Guide for Consumer Education I & II was publislied by the South Carolina Department 
of Education^ Offke of Occopatkmal Edocation: total printing cost» $1^.00,* $6.02 per copy; 30a copies 
printed. 
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